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WARM AIR HEATER 


Backed by 


TWENTY- FIVE YEARS 


Experience: and Success 
THAT 


» ““MAKES EVERY CUSTOMER | 
| YOUR FRIEND”’ 


Scheible Warm Air Heaters 


Are not an experiment but the result of long experience. 

All Cast Iron—no steel parts to rust—no leaky joints. 

Sectional Firepot—to prevent cracking. 

Return Flue Radiator—a solid casting from top to bottom. 
Triangle Bar Grate—can be replaced without removing bolt or nut. 


Will Operate Perfectly With Any Fuel. 


These excellent features combined with perfection of mechanical 
construction, durability, economical in fuel, and easy to care for, 


make the SCHEIBLE a Warm Air Heater of satisfaction. 
NOW IS THE TIME TO ORDER. 


Write for Complete Catalog Today 


SCHEIBLE-MONCRIEF HEATER CO. 
(Gveland Ceveland 
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We Will Tell You Why There Is A Big Demand For 


IMPERIAL wa det 
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M AIR FURNACES 


4] It is because they are All-Steel. The 
body is rolled f10m a single plate of steel, 
securely riveted together in one place 
only. 

4] Absolutely gas and dust tight. 

4] No asbestos packing used. 


§ Will radiate more heat than either 
cast or wrot iron warm air heaters. 


{| Dealers, you must supply the ever 
increasing demand for All-Steel warm air 
heaters. Then why not give your trade 
the best? IMPERIAL ALL-STEEL 
WARM AIR FURNACES will get busi- 
ness for you and the satisfaction they 





give will keep it. 


{| Write to day for complete information 
and new illustrated circulars. 


IMPERIAL FURNACE CO. 


Marshalltown, Iowa 
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4045 Forest Park Boulevard 








Front Rank— 


Back of the Front Rank Warm Air 
Furnace is 28 years of integrity, fair 
dealing, and thorough, conscientious 
attention to the warm air furnace 
business. 


The back of the Front Rank Furnace 
tells the story—no other furnace has a 
larger fire travel—the radiators are of 
heavy steel, securely riveted and abso- 
lutely gas tight. There are other im- 
portant features that make it advisable 
for you to 


Be the “Front Rank” 
Representative 


Our latest catalog tells all 
about the Front Rank Warm Air 
Furnaces—ask us to send you a 
copy and our dealers’ proposition. 


HAYNES-LANGENBERG MFG. CO. 


Saint Louis, Missouri 
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ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 


PuBLISHED Every SATURDAY 





Address all communications and 
remittances to 


DANIEL STERN 


Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 
New York Office 
1478 Broadway at 42nd Street 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND ITs Possessions (Invariably in Advance) ONE YEAR PosTAGE Parp $2.00 
FOREIGN COUNTRIES ONE YEAR PosTaGE Paip $4.00 CANADA ONE YEAR PostTaGE Pap $3.00 


Fatered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 
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PooR BOOKKEEPING is one of the most important 
causes of failure in the retail hardware business. The 
truth of this statement is proven by the 

Know Your records of the bankruptcy cases is ev- 
Pe ey section of the United States. 

Probably one of the causes for this 
condition is the fact that so many retail hardware 
dealers regard their business in the light of a means 
of gaining a livelihood rather than as a profit produc- 
ing enterprise. 

For instance—a few years ago the statement was 
made by an expert on merchandising during a con- 
ference with a number of retail merchants in Sioux 
City, Iowa, that the average cost of doing business in 
retail hardware stores was about 18 percent of the 
annual sales. One of the dealers present contradicted 
the accuracy of this statement and offered as proof 
of his contention the supposed fact that his expense 
of doing business was only 10 percent of his annual 
sales. When an examination was made, however, of 
the actual conditions under which he did business, it 
was found that he owned the building in which his 
store was located and that he did not charge himself 
anything for rent; that he paid no salary to himself 
as manager, nor to his wife who acted as bookkeeper 
and cashier, nor to his son who was stock clerk, sales- 
man and errand boy. When his wife wanted a stove, 
a preserving kettle or a refrigerator, she had it sent up 
to the house, no charge being made on the books; if 
any member of the family wanted some money, it 
was taken out of the till, a slip being put in simply 
“to have the cash balance.” 

When. all these items were figured up and added 
to the other expenses, it was found that this retail 
hardware dealer conducted his business at a cost of 
nearly 20 percent—and not Io percent as he thought. 

The danger that lies in such a faulty method of 
keeping records is this: That the retail hardware 
dealer in this particular case might so figure his sell- 
ing price as to allow only for a 10 percent expense 
margin, while his actual expenses were almost twice 
as high and thereby be selling merchandise at a loss 
when he thought he was making a profit. 

This retail hardware dealer regarded his. business 
as a means of a livelihood, although he had a dim 
idea that hé was making money “because his expenses 
were small.” That he did not fail was due only to 
the fact that not only did he not keep books properly 
but he didn’t even figure his selling prices according 
to their cost and his expenses in doing business. He 
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simply averaged his selling prices by what he learned 
were the ruling prices in other communities. 

The retail hardware dealer who knows what it 
costs him to do business and buys his merchandise to 
the best advantage—placing orders for only such quan- 
tities as he can dispose of quickly and thereby turn his 
stock often—pricing his merchandise to allow for a 
fair profit over and above his cost price and all ex- 
penses, will make a success of his business, provided 
in other features of his management he is guided by 
the same progressive policies. 





The retail hardware dealer who refuses to inform 
himself as to what it really costs him to do business 
and to guide his business by this knowledge is al- 
most certain of failure and by his neglect not only 
harms himself but injures his fellow business men 
who keep posted and it is, therefore, to their interest 
to induce the negligent dealer to adopt proper book- 
keeping methods. 

AMERICAN ARTISAN AND HARDWARE ReEcorD has 
for many years been a prominent exponent of the doc- 
trine that a complete knowledge of the cost of doing 
business is absolutely essential to success, ard it is 
with considerable satisfaction that we note a greater 
appreciation on the part of the retail hardware deal- 
ers of the country of the vital importance of know- 
ing the cost of doing business. 








THE AVERAGE retailer would say that a concern do- 
ing business in a rural town of less than 2,000 inhab- 
Small Town itants would be exceedingly liberal in its 


Retailer advertising appropriation if this concern 
Makes Profit \ould spend $2,000 a year. In fact, 
on $20,000 : ‘ , 
Veaity most retail hardware dealers would con- 
Advertising Sider themselves exceedingly liberal if 
Bill being located in such a town they spent 


$500 a year for advertising. 

In a certain small city in Ohio, there is a retail 
store which among other lines also sells hardware, and 
this store spent during the year of 1915, $20,000 for 
advertising, more than 90 percent of which was paid 
out for newspaper advertising space, circulars and 
mail folders. 

As a result the store did a business of nearly half 
a million dollars that year. 

There will, of course, be those who will say that 
this is an altogether extraordinary case—and it is ex- 
traordinary in the fact that a concern located in a 
rural district has gone against the theory that aggres- 
sive advertising—or any sort of advertising in fact— 
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does not pay in a rural community for the local re- 
tailer. 

When a retail hardware dealer wants to increase 
his business one of the ways in which he sometimes 
tries to accomplish this is by engaging an additional 
salesman. In employing such a salesman, the dealer 
does not attempt to secure the cheapest one whose 
services are on the market. On the contrary, he is 
quite willing to pay a good salary to a salesman whose 
reputation as a business producer is good. When the 
salesman is engaged the dealer puts him to work and 
gives him every opportunity to make good—with the 
usual result that not only does the salesman earn his 
salary, but he increases the net profits of the dealer. 

When, however, the matter of advertising is brought 
up before many a retail hardware dealer, he does not 
consider the reputation which advertising has made 
for itself—by thousands of specific instances of in- 
creased business and profits. He is prone to say that 
while advertising may be all right for somebody else 
in some other locality, the people in his community 
are of a different sort and will not read advertisements 
and if they do read them they will not buy what is of- 
fered in these advertisements. 

Many retail hardware dealers—and retailers in 
other lines as well—regard their local newspaper as 
a sort of necessary institution which must be “sup- 
ported” by the business men and consider the money 
paid out for this “support’—in the shape of pay- 
ments for advertising space—not as an investment but 
as an item which properly belongs in the “loss and 





profit” column. 

There is nothing mysterious or strange about the 
workings of advertising. The rules which govern it 
are the same that govern personal salesmanship; if 
the personal salesman does not present selling argu- 
ments in a convincing form he will not make many 
sales. In the same manner, if the space for which the 
retail hardware dealer pays out his money to his local 
newspaper does not contain suitable selling arguments 
presented in proper form the space will not produce 
sales and the investment will bring no returns. 

AMERICAN ARTISAN AND Harpware Recorp has 
for many years published in each week's issue articles 
commenting on advertisements which have been in- 
serted in local newspapers by retail hardware dealers 
and has in many other ways brought to the attention 
of its subscribers not only the importance of properly 
executed advertising but also the manner in which to 
prepare such efficient advertising. 

Without exaggerating in any way, AMERICAN 


ARTISAN AND HARDWARE RECorD states this as a fact, 


admitted by everyone who has given the matter seri- 
ous consideration, that the great success accomplished 
by the large city department stores and the mail order 
houses is based primarily on their policy of regular, 
persistent and consistent advertising of specific items 
at a definite price. 

The sooner the retail hardware dealer who is not 
now following the same policy adopts it as a regular 
feature of his business management, the sooner will 
he begin to make real progress in the upbuilding of his 
business. 
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IN EVERY strata of life or business we find men who 
in the common parlance of the street are “bigger than 
their jobs.” We mean by this expres- 
sion that they are able to fill positions of 
greater importance and wider responsi- 
bility than the particular position which 


The Man 
Who Is Bigger 
Than His Job. 


they occupy. 

They are the sort of men who by training them- 
selves to do what lies before them in the best possible 
manner and by keeping their eyes open see opportuni- 
ties as they present themselves are always ready to 
take advantage of these opportunities when they do 
come; they should therefore prove especially valuable 
to their employers. 

They are men who do not offer excuses for “not 
having been ready” or for “not having thought,” but 
instead show real profitable results of their activity. 

Such men as these are always sought for. They 
never are forced to “compete” for a position because 
they are usually thought of first when a desirable po- 
sition is open—either in the same concern or in some 
other enterprise of kindred nature. 





We hear altogether too much about the “‘luck”’ that 
some men have or the “lack of opportunity” that 
others have. Usually whenever such an expression is 
used it is more of an excuse than a reason. In fact, 
in the majority of instances the “luck” is merely the 
result of being prepared to take advantage of the 
opportunity when it presents itself. 

The same expression—“bigger than his job’—is 
sometimes used when referring to a person who acts 
as if he feels that he is above his position. In this 
connection the expression is a fairly good sign that 
the person will always occupy a position which is 
lower than that which he might otherwise be capable 
of filling, because when used in this manner the per- 
son to whom it refers most likely does not possess 
the ambition and driving power without which the 
ability hardly ever causes the man to mount high. 

The young man who starts out in business as an 
employe of a retail store, or any other enterprise, may 
well keep this point in mind that in order to achieve 
success three qualifications are necessary: Honesty, 
application and ambition. 

Without honesty as a part of his natural make-up, 
a young man is more than likely to make a failure no 
matter how ambitious or eager to learn he may be. 

Without application he will not acquire the knowl- 
edge and experience which is necessary in order to 
qualify him for responsible positions. 

Without ambition he will be satisfied to occupy po- 
sitions of less responsibility than he could otherwise 
fill, and in most instances he will continue to occupy 
such positions even if he may have the ability to fill 
better ones. 








We don’t believe a retailer can be a good business 
man if he takes no interest in politics, especially in a 
time like this. To be entirely indifferent whether 
Hughes or Wilson is elected, whether the democrats 
continue in power or the republicans are given the 
reigns of government, stamps a man too narrow and 
selfish to ever make much of a success. 
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RANDOM NOTES AND SKETCHES. 





BY SIDNEY ARNOLD 





H. W. Beegle is prancing around these days with 
his shoulders straight and his chin turned up so that 
he hardly notices any of the common tribe among the 
members of the Hardware Club of Chicago. The 
cause of all this pride is that a few days ago he be- 
came a “granddad” for the first time, a son and heir 
having been born to Mr. and Mrs. Irving Stanley 
Kemp, the latter being his oldest daughter. Irving 
says that the young man, who is named after two of 
his grandfathers and. who will answer to the call of 
Robert Beegle Kemp, is destined to become one of the 
greatest hardware salesmen in the country. Here is 
hoping that all the fond wishes of his parents and 
grandparents will come true. 


That Fred Sorensen, whom many of those who have 
attended the Atlantic City Hardware Conventions know 
and like, is also “some” fisherman as well as a splendid 
quartermaster-general for the Chicago Hardware Spe- 
cials which have been run to these Conventions, is indi- 
cated by the accompanying illustration which he sent 
to me from Three Lakes, Wisconsin, where he has 





ee 








Fred Sorensen Landed This Muskie All Alone, But Needed a 
Doctor to Show It Off. 


been enjoying himself with his friend Doctor Wicks, 
of Sheboygan, Wisconsin. 

Fred says that he landed this 35-pound muskal- 
longe all by himself and that all the Doctor had to do 
with it was to hold the pole on which it was suspended 


while the picture was taken. 
x= *& * 


If you want to know the most successful fisherman 
among the tribe of Vulcan, otherwise referred to as 
Hardwaremen, just drop into the Auditorium Hotel 
at Chicago and ask John Calvey, the genial manager, 
to introduce you to Colonel “Bill” Lockwood. 

The Colonel has the goods to prove his claim to the 
title, too, for when recently 18 of the traveling hard- 
ware salesmen were together at St. Paul, Minnesota, 
a vote was taken and without a single dissenting voice, 





he. was declared the most successful disciple of Izaak 
Walton in the hardware fraternity, and a little later 
they adjourned to the wholesale hardware house of 
Hacket-Gates-Hurty Company in that city where the 
Colonel was presented with a package which upon be- 
ing opened was found to contain a beautiful “muskie’’ 
spoon. When he saw the spoon, his smile became 


twice as broad, although this may not seem possible. 
x *& * 


Pop” Bennett, the Chief Mogul of Long Beach, 
California, is going to let that flourishing city take 
care of its own affairs for a while, for he is coming 
east on a pleasure trip with his good wife. They ex- 
pect to join the happy travelers on The Hardware 
Special to Atlantic City. 
* x x 

My friend “Lew” Abbott, who makes his living sell- 
ing hardware in Marshalltown, Iowa, and spends his 
evenings figuring out how he can keep the retail hard- 
ware dealers, jobbers and manufacturers on good 
terms with one another, in which he is quite successful, 
is somewhat proud of the fact that he lives in Iowa, 
as will be noted from the following excerpts from an 
article in the American Magazine which he sent to me 
the other day: 


When a father prepares a festival for his children, he 
keeps back his most perfect gift for the last. After all the 
things have been presented which affection can prepare, or 
filial hope anticipate, the climax of generosity is reached when 
the last and most previous gift is discovered, a beneficence 
conferred in a seeming extravagance of giving. In the grad- 
ual ascent to the apex of perfections in uncovering the varied 
regions of the world to his children, the All-Father’s master- 
piece is Iowa. 

The greatest possession of Iowa is not her wealth, nor 
her power of producing wealth, though both are stupendous. 
It lies in her people, in her free institutions, in her growing 
body of great traditions. She has produced many great men 
and women; but her greatest wealth is in that fine body of 
great men and women of whom the world does not hear. To 
them is committed the keeping of a state which is so wonder- 
ful that all its neighbor states make their proudest boast when 
they assert that those portions of them which lie next the Iowa 
border are “as good as Iowa.” 

Look out, Lew! Some of these days you will have 


“Charlie” Woodward after you for repeating such 
proud boastings, for Charlie certainly won’t admit 


that the country around Carlinville, Illinois, is in any 
way inferior to that around Marshalltown, nor that 
Illinois has to take a backseat for any state, and 
“Charlie” is aot only bigger than you, but as presid- 
ing officer of the National Retail Hardware Associa- 
tion he might feel like measuring out suitable punish- 
ment to you for such improper pride by refusing to let 
you talk at the next Convention—and then what would 
you do? 
x * 

“Never trouble trouble ‘till trouble troubles you,” 
is an old saying which has a lot of truth in it, and the 
following bit of poetry in “colored folks’ ” dialect tells 
what the real man does when “trouble does trouble” 


and what happens then: 
What Mistah Trouble Did. 
Ol Mistah Trouble, he come aroun’ one day 
An’ say, “I gwinter git vou, so you better run away! 
I likes to see you hustle. Dat’s de way | has my fun. 
I knows I kin ketch up to you, no matter how you run!” 


[ says, “Mistah Trouble, you has been a-chasing me 

Ever since I kin remember, an’ I’se tired as I kin be. 

So I’se gwinter stop right yere, an’ turn aroun’, a-facin’ you, 
An’ lick you if I kin, an’ fin’ out jest what you kin do.” 


OV Mistah Trouble. he looked mightily ashamed; 

He acted like a buckin’-hoss dat’s suddenly been tamed: 
An’ den he turned an’ traveled off, a-hollerin’, “Good day: 
I ain’t got time to fool around wif folks dat acts dat way.” 
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UP TO THE MINUTE 
NEWS SIFTINGS 











The Sheridan Stove Company, Quincy, Illinois 
which for a number of years has been in the stove 
manufacturing business under that name has been re- 
incorporated with a capital stock of $25,000 by E. H. 
Huenefeld, Laurence D. Smith and W. H. Covert. 





STOVE SALESMEN’S ASSOCIATION OF 
PENNSYLVANIA HOLD REGULAR 
MEETING FRIDAY, 
SEPTEMBER 30. 





After a two months’ vacation, the members of the 
Stove Salesmen’s Association of Pennsylvania held 
their regular monthly meeting on Friday evening, 
September 29th, in Parlor D, Hotel Walton, at Broad 
and Locust Streets, Philadelphia. A goodly number 
was present and plans for the coming year were dis- 
cussed. 


COMBINATION COAL AND GAS 
RANGE. 





PATENTS 





Henry C. Dietrich, Evansville, Indiana, assignor to 
the Crescent Stove Works, Evansville, Indiana, has 




















secured United 
1,198,707 States patent 
rights, under 
“i number __ 1,198,- 

° ~ 
2°? vo 707, for a com- 
<<. bination coal and 
—Ji-~7? gas range, de- 
: , scribed in the fol- 
lowing: In a 


range, the combination with an oven, of a casing or 
chamber having different ports in communication 
with the oven at different points thereof, a burner in 
said casing or chamber, and a duplex damper one 
part of which operates in the casing or chamber and 
the other part in the oven, said damper being adapted 
to completely close or fully open said ports and being 
settable to any desired intermediate position. 





COMBINATION GAS AND COAL RANGE 
ALWAYS READY FOR USE WITH 
EITHER FUEL. 





The Simplex Combination Gas and Coal Range, 
shown in the accompanying illustration, is said to 
present a radical departure from the established 
method of building a combination range. At each end 
there is a divided burner, the flame being admitted 
through an opening in the end, which can be closed by 
a drop damper when coal is used as fuel. According 
to the manufacturers, there is nothing to be removed 
or replaced in effecting a change of fuel and the range 
is always ready for use with either gas or coal. The 





scope of the Simplex Combination Range includes six 
cooking surfaces for gas or coal, a broiler, and a water 
front if desired, while the style shown herewith has 
the additional feature of an elevated oven and broiler 
for gas. The efficient construction, it is claimed, will 
positively reduce gas bills, and permits these ranges to 
be operated satisfactorily with either hard or soft 





Simplex Combination Gas and Coal Range with Elevated Oven 
and Broiler. 


coal, coke, wood, natural or manufactured gas. Sizes 
are furnished with 16, 18, 20 and 22-inch ovens, in 
which an even distribution of heat is said to be as- 
sured by the unobstructed flue spaces. Further par- 
ticulars and price list can be obtained from the H. 
Franke Steel Range Company, Cleveland, Ohio. 

-~eoo 


COPYRIGHTS TRADEMARK FOR GAS 
RANGES. 








The United States Patent Office has granted copy- 
right to Harry J. Hoover, Cincinnati, Ohio, for the 
trademark shown in 





The O - ange the accompanying 
[ncin illustration. The 
96.057 particular descrip- 





tion of goods is gas ranges. The serial number 1s 
96,057 and the patent has been used since May 30, 
1916. 

















TWO LARGE OVENS IN GAS RANGE GREAT 
CONVENIENCE TO HOUSEWIFE. 


Any feature that means greater convenience for the 
housewife becomes immediately a strong selling point 
for a stove or 

range, and in 
the Champion 
Number 60 Gas 
Range, shown in 
the accompany- 
ing illustration, 
such a feature 
is said to be 
found in the 
two large ovens, 
built practically 
on the cooking 
level. These 
ovens have a 
base of 18 by 18 inches and are 14 inches high, and, 
according to the manufacturers, they permit the 
housewife to bake in the upper oven and roast in the 
lower oven’ at the same time with but one fire, thus 
saving materially in the gas cost. A further advan- 
tage is noted in the bottom of the upper oven, which is 
of cast iron and contains a cooking lid; here, it is 
stated, boiled foods can be cooked and the unpleasant 
odors passed up the flue. The Number 60 Gas Range 
is made of ebony finish castings that are said to re- 
quire no blacking, and is equipped with one simmer- 
ing, two medium and two giant burners. Further de- 





Champion Number 60 Gas Range. 


tails of its construction are contained in the catalog,- 


which, together with price list, can be obtained from 
the Champion Stove Company, Cleveland, Ohio. 





~~ 
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GAS STOVE PATENTED. 


Edward G. Germer, Erie, Pennsylvania, has ob- 
tained United States patent rights, under number 


1,198,908, for a gas stove described in 
the following: In a stove, the combi- 
nation of a shell having a front side 
curved outwardly in cross section and 
provided with an opening in the 
curved side between the top and bot- 
tom; a front plate extending across said opening and 
within the curve described by the shell at the top and 
bottom of the opening, said plate being formed with 





a vertical slot ; and a convex closure for said slot com- 
posed of pellucid material and extending outwardly 
from the face of the front plate, said closure falling 
within the curve described by the top and bottom por- 
tions of the shell at the ends of the plate. 





STOVES TO BE CRATED IF SHIPPED IN LESS 
THAN CARLOAD LOTS IN GEORGIA. 


At a recent meeting of the Georgia Railroad Com- 
mission it was proposed by the railroads that stoves 
and ranges in less than carload lots would have to be 
crated. Georgia will be the only state in the Union 
to impose this requirement if it is passed. 
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QUALITY AND SERVICE EMPHASIZED IN 
BUSINESS PLATFORM OF STOVE, RANGE 
AND WARM AIR HEATER 
PRODUCERS. 


In the following article is presented the text of an 
intimate talk to dealers by A. E. Koch, Sales Director 
of the Borden Stove Company, Philadelphia, distribu- 
tors of the Adelphia Brand Stoves, Ranges, Warm 
Air Heaters, Boilers, etc. This talk has been pub- 
lished in booklet form as the Business Platform 
of the Company, and serves to emphasize the quality 
of their line, together with service to their customers 
in a novel, interesting fashion that merits the perusal 


of those engaged in the trade. 
Our Business Platform. 

The quick telephone call in the middle of the night for 
a physician, thereby possibly saving a life; the turning of a 
switch, flooding the house with light in the dark hours of the 
early morning when intruders are suspected downstairs! 
These incidents represent definite service that is rendered to 
you. You really do not pay for this service by giving the 
telephone company five cents for the phone call, or the elec- 
tric company a few cents for the current used. We, of course, 
do not receive emergency calls such as cited above, although 
occasionally, when some of our dealers have unexpectedly 
depleted their stocks of boilers, furnaces, and ranges, their 
telegrams and telephone calls take on a great deal of the 
asvect of a man calling for help. 


There are many makes of Boilers, Furnaces, Ranges, and 
Stoves on the market—several of them good—i. e., capable of 
giving service when properly installed and operated. The 
Adelphia line in many little points is unique, and at all times 
positive in satisfaction- giving ability. However, the purpose 
of this article is not to discuss the relative points of com- 
structive merit of the Adelphia over those of our competitors,. 
but rather to enumerate some of the things that the Adelphia 
name plate stands for, and in this we feel we have no conn- 
petition. It has often been quoted that “a chain is no 
stronger than its weakest link,” and the word “service” to our 
minds expresses nothing greater than the actual performance 
that it renders. 

Borden Stove Company with its trade name Adelphia rep- 
resents the development of a tiny retail business established 38 
years ago, into one which today occupies a unique position in 
its particular line, recognized afar as one of the leading 
houses of its kind in the eastern United States. This prestige 
was not acquired solely through marketing merchandise of 
standard quality, but also through rendering a service that 
has meant much to the dealer who specializes in the installa- 
tion of boilers, furnaces and ranges. 

Adelphia therefore, means more to the dealer than a 
mere brand or trade mark. In addition to the high-grade ap- 
pliance itself, we give you a real, helpful service that will 
benefit your business—and here is where co-operation plays 
the important part, for our continued success is dependent 
solely upon vour prosperity. 

The following are a few sound business reasons why the 
dealer should actively push the sale of all Adelphia appliances 
marketed by Borden Stove Company. 

1. The Guarantee. 

No appliance is permitted to bear the Adelphia name 
plate until we have thoroughly investigated the market to 
make certain that we are providing our trade with the most 
thorough, up-to-date and practical appliance that it is pos- 
sible for human agency to devise. Each appliance is carefully 
tested to see that it will perform correctly the duties for 
which it is constructed. Our claims are conservatively based 
upon actual performance. This assures you of a whole-souled 
guarantee on each and every Adelphia product. 

2. Accurate and Prompt Attention 
to all orders, especially “at once” and “rush” shipments, is 
our hobby. Our department for handling mail orders is in- 
telligently and thoroughly organized. No order is too large 
or too small to receive efficient treatment! Our big terminal 
warehouse is located in the heart of the shipping district. 
Direct connection with every railroad leaving the city and 
within a stone’s throw of all the steamship lines and the 
trolley freight terminal. Thus our shipping facilities are 
second to none in the country. We can load and ship a car- 
load in the same time that the average shipper could send 
forth a wagonload. 
3. Variety. 

Our line is so complete and extensive that it far surpasses 

that of any similar house in this section of the country. 


Steam and Hot Water B oilers, Warm Air Furnaces. Ranges— 
both Cabinet and Leg Base ‘style, 


for coal, wood, gas, oil, 
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gasoline, and combination coal and gas, are included. Heat- 
ing Stoves, using coal, wood, oil, or gas, as fuels, make up 
the variety. Tersely put, we have everything from a 74 cent 
wood air-tight up to a $1,794.60 Steam Boiler. This enables 
the busy dealer to secure his requirements, no matter how 
complete or exacting, from one house, thereby saving time, 
money and patience, not to speak of the acknowledged ad- 
vantage of fewer accounts. 
4. Department of Advice and Information. 

This department includes the services of recognized engi- 
neers of ability, whose suggestions and advice may be had 
either by mail, telephone or in person. This service is abso- 
lutely free to the dealer, architect, builder or prospective con- 
sumer. These timely hints are often of money and time sav- 
ing importance in the proper selection of a heating or cook- 
ing appliance, or the later correction of a faulty instaliation. 

5. General Dealer Co-Operation. 

The sales department is ever alert in the interest of our 
customers. The general newspaper and trade paper adver- 
tising done by the Company, as well as the help furnished to 
dealers in the preparation of their individual advertisements, 
and the furnishing of catalogs, folders, blotters, signs, etc., 
with ‘the dealer’s imprint, for distribution to a dealer’s cus- 
tomers, is a portion of this activity. Our salesmen or special 
representatives will gladly co-operate at any time with you 
in preparing specifications or closing contracts with your 
customers. 

6. Centrally Located Showrooms. 

Our mammoth double-front two-floor showrooms contain 
the finest and latest types, and the most complete variety oi 
appliances. Our location is convenient from any section of 
the city, and is in close proximity to all the railroad stations 
and ferries. We offer for the liberal use of our patrons this 
permanent exhibit of cooking and heating appliances, and 
for their assistance a corps of well-trained floor salesmen. 

Our business success has been built upon the rock of 
Quality Merchandise surrounded on all sides by Borden Serv- 
ice, and we extend a cordial invitation to all interested in 
building a Bigger and Better Business to visit with us, and 
visit often. If you cannot come personally, let our acquaint- 
ance ripen into friendship through the ministrations of our 
traveling representatives, and by correspondence. 
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GAS HEATER QUICKLY DEVELOPS 
MAXIMUM HEATING CAPACITY. 





In addition to providing a secondary mixture of air 
and gas in the hottest part of the heater for the com- 
plete combustion of the 
gaseous fuel, the Ziegler 
shown in 
illus- 


(gas Heater, 
the accompanying 
tration, is said to embody 
an arrangement that 
ee creases the heat radiation 


1 qn ual and enables it to develop 
WHA 07, 
vy 


: its maximum heating 


in- 


capacity in less than ten 
minutes. This device is 
a circular plate with sev- 
eral one-inch openings 
for the products of com- 
bustion to pass through, 
which is placed just above 
the elbow opening in the 
back of the heater. With 
the plate in this position, 
the escaping heat is forced 
directly against and over 
the bottom plate, thus, it 
is claimed, converting that 
surface, which generally 
cannot be heated, into a 
most desirable heat-radiating agent. The large heat 
producing capacity of the Ziegler Gas Heater is at- 
tributed to the fact that its construction mixes ten 
parts of highly heated air with one part of gas, which 


aa 
i ye 





Ziezler Gas Heater. 
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is said to mean the conversion of all the gas used into 
heat, with the entire absence of odor indicating un- 
burned gas. Further information regarding construc- 
tion, price list, etc., can be secured from the Ziegler 
Stove Company, Wichita Falls, Texas. 


SECURES PATENT FOR GAS STOVE. 





Edward G. Germer, Erie, Pennsylvania, has pro- 
United States patent rights, under number 
1,198,907 for a gas stove described 
herewith: Ina gas stove, the combi- 
nation of a gas burner; an inclosed 
front comprising members of rigid 
pellucid material curved with a ver- 
tical axis and outstanding from the 
portions of the front immediately 
adjacent to the edges of said mem- 
bers, said members being open to- 
ward the burner; and means for 


cured 


establishing a current of insulating 








air along the inner surfaces of said 





1,198,907 members. 
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LARGE WELD COMPLETED. 





A thermit weld which is believed to be the largest 
ever attempted was recently made successfully at the 
plant of the Pittsburgh Steel Company, Monessen, 
Pennsylvania, when a broken blooming mill shear was 
repaired. .A piece of steel, which had become wedged 
between the stationary blade and the movable blades 


‘ of the shear, caused the stop which holds the station- 


ary blade to break off entirely. The fractured parts 
were thoroughly cleaned and set in position for weld- 
ing before the mold box, which was of sheet iron 
measuring 110x119 inches, was placed in position. The 
box was hoisted into position and fitted by trimming 
with oxy-acetylene. When the box was firmly se- 
cured, the molding material was rammed into place. 
Five number 10 crucibles were supported over the 
mold box, filled with cast-iron thermit. It was neces- 
sary to heat the crucibles 32 hours before the pre- 
heating holes could be plugged, the thermit ignited and 
the metal poured into the mold. The entire time ex- 
pended on the job was 8&4 hours. 

The weld was allowed to stand for a day before the 
front of the mold was removed to permit the heat to 
radiate slowly through the main body of the casting. 
The back of the mold was removed six hours later 
when the metal risers were cut off and the casting 
replaced on the shear ready for use once more. 


—_ 
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WHO MAKES GENERATING OUTFIT FOR 
KEROSENE GAS? 





To AMERICAN ARTISAN: 
Please inform me where I can buy an outfit that 
generates gas from kerosene heating stoves. 


Yours truly, 
J. A. JACKSON. 
2236 Des Moines Street, Des Moines, Iowa, 


September 27, 1916. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 48 to 53 inclusive. 


=—— = 








The Manufacturers’ Sales Corporation, Detroit, 
Michigan, has been incorporated for $5,000 to manu- 
facture and sell automobile, hardware and electrical 
specialties. 

The C. and E. Manufacturing Company, Marshall- 
town, Iowa, is building a new factory to be occupied 
about December 1st. The Company manufactures a 
line of parts for automobiles and hardware special- 
ties. 

According to the Grand Rapids, Michigan, Press, 
of September 25th, a petition in bankruptcy has been 
filed by H. L. Godfrey and Son, retail hardware deal- 
ers at McBrides, Michigan. Liabilities are given as 
$7,345.25 with assets of $4,655.50. 





DOVER MANUFACTURING COMPANY PLANT 
DESTROYED BY FIRE. 


iA fire caused by a spark from an emory wheel 
which ignited oily waste, destroyed the plant of the 
Dover Manufacturing Company at Dover, Ohio. The 
loss is estimated at $125,000. The Company manu- 
factures electric and asbestos sad irons. 
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LEE-COIT-ANDREESEN HARDWARECOMPANY 
TO HAVE NEW MODERN HOME. 





The Lee-Coit-Andreesen Hardware Company, 
Omaha, Nebraska, is having a fine building constructed 
for its new home. The structure is to be six stories 
high with basements and many of the most modern 
warehouse and shipping features have been incorpo- 
rated in the plans, which provide for about six acres 


of floor space or approximately 250,000 square feet. 


o> 
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SECRETARY H. O. ROBERTS OF MINNESOTA 
RETAIL HARDWARE ASSOCIATION 
TAKES ON INSURANCE WORK. 





The Retail Hardware Mutual Fire Insurance Com- 
pany of Minnesota has made arrangements with H. 
O. Roberts, Secretary of the Minnesota Retail Hard- 
ware Association, to write fire insurance. A commis- 
sion will be allowed on all new business and this com- 
Mission will be added to the Association fund. 

In looking this matter up for prospective business, 
it is found that a large percentage of members who 
carry fire insurance on their stock and store buildings, 
do not carry any on their home or household goods. 
Possibly some did not know this privilege was also 
€xtended to them. It would, therefore, be appreciated 


by the Association if anyone reading this and need- 
ing a policy on their home or additional insurance on 
stock or buildings, would send it direct to H. O. 
Roberts, Secretary, Metropolitan Insurance Company 
suilding, Minneapolis, where it will receive prompt 
attention. 


-- 


MISSOURI RETAIL HARDWARE DEALERS 
TO HOLD ANNUAL CONVENTION 
JANUARY 23 TO 26, 1917. 





The combined exhibit and convention of the Mis- 
sourt Retail Hardware and the Mis- 
sissippi Valley Implement Dealers’ Association will 
be held in the St. Louis Coliseum January 23 to 26, 
1917. Frank X. Becherer, 5136 North Broadway, St. 
Louis, is the Secretary. 


Association 





SE 


FIRE ACROSS THE STREET CAUSES GREAT 
DAMAGE BY WATER TO HARDWARE 
STOCK OF JANNEY, SEMPLE, HILL 
AND COMPANY. 


A fire which started Saturday, September 23rd, in 
the paper warehouse of the W. S. Nott Company, 
Minneapolis, became so fierce that the heat broke the 
windows across the street in the building occupied by 
tle wholesale hardware house of Janney, Semple, 
Hill and Company and caused the sprinkling system to 
be set in operation, thus flooding a large portion of 
the stock. The damage is estimated at $325,000. 

ee See eee 
OVER 130 RESERVATIONS FOR HARDWARE 
SPECIAL FROM CHICAGO TO ATLANTIC 
CITY CONVENTIONS. 


More than 130 reservations have been made for 
the “Hardware Special” which is to carry delegates, 
their ladies and friends from Chicago to Atlantic City, 
New Jersey, where the Conventions of the American 
Hardware Manufacturers’ Association and the Na- 
tional Hardware Association are to be held October 
17, 18, 19 and 20. 

The “Hardware Special” which leaves the La Salle 
Street Station, Chicago, on Sunday, October 15th, at 
11:00 A. M., via the New York Central Railroad, is 
to be an all steel train, an exact counterpart of the 
famous Twentieth Century Limited, consisting of a 
buffet-library car, standard Pullman sleepers, com- 
partment sleepers, compartment observation cars, two 
dining cars and baggage car. The Committee in 
Charge, composed of Thomas J. Usher, Chairman; E. 
R. Swift, R. B. Jones and F. E. Sorensen, have de- 
cided this year to make the trip on an all-expense plan, 
thereby eliminating expenditures en route. 
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A cordial: invitation is extended to all manufactur- 
ers, wholesalers, and their friends to enjoy the trip 
on the Special, and with good fellowship and congen- 
iality constantly prevailing, everyone is assured a 
most pleasant and comfortable journey. F. E. Soren- 
sen, City Passenger Agent, New York Central Rail- 
road, 100 South Clark Street, Chicago, is in charge of 
the trip and full details can be obtained from him. 





UNITED STATES COMMERCIAL ATTACHE TO 
SOUTH AMERICAN COUNTRIES TO BE 
IN CHICAGO OCTOBER 4 TO 10. 

Dr. Albert Hale, Commercial Attache of the Bureau 
of Foreign and Domestic Commerce, United States 
Department of Commerce, Washington, D. C., ac- 
credited to the Embassy at Buenos Aires, Argentina, 
and to the Legations at Asuncion, Paraguay, and 
Montevideo, Uruguay, is now on a tour of the United 
States for the purpose of giving to our manufacturers, 
bankers and exporters information of value in devel- 
oping trade with the River Plate District. 

Dr. Hale will reach Chicago October 4th, and will 
leave October roth. During his stay he will be pleased 
to confer with business men in and about Chicago. 
Personal interviews with him may be arranged through 
the Bureau of Foreign and Domestic Commerce, 504 
Federal Building, Chicago. . 








DOUBLE JAW JUMP GAME TRAPS. 





Among the jump traps now being featured by the 
Oneida Community are the double jaw Oneida Jump 
Traps, Numbers 91 and 91%, which are said to be 
very popular sizes. Attention is directed to the spe- 
cial feature of these traps—the double faced jaw 
which, according to the manufacturers, provides the 
trap with a double grip and double holding power. 
Loss of fur is claimed to be entirely eliminated when 
these traps are used, as escape of the animals is im- 
possible after the trap has been sprung. Numbers 91 
and 91% have respectively a spread of jaws of 434 
and 5 inches, pans of 2% and 2% inches and they 
weigh 814 and 10% pounds per dozen. Although be- 
ing light, they are described as compact and posses- 
sing great holding power, thus maintaining the high 
standard of the other sizes in the Oneida Jump brand. 
The manufacturers are also featuring extension trap 
chains which are said to fill a long felt want. With a 
few of these in his kit, the trapper, it is stated, can in- 
stantly double the length of a trap chain, so that a 
trapped animal may be drowned with certainty, or a 
drag given free play. Further information regarding 
these articles can be obtained from the Oneida Com- 
munity, Limited, Oneida, New York. 


——————— +o- 


FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 


portunities to sell hardware and kindred lines in sev-— 


eral foreign countries. Names and locations will be 


supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 


Hardware, etc., Number 22315.—The commercial attaché 
of the Department of Commerce in France transmits the 
name and address of a business man who wishes to represent 
American manufacturers and exporters of hardware and 
other commodities which may be marketable in France. Ref- 
erence. 

Hardware, enameled ware, etc., Number 22351.—The com- 
mercial agent of the Bureau in Chicago writes that a Russian 
business man, who has had extensive business experience in 
the Russian Empire, desires to enter into commercial! rela- 
tions with American manutacturers and exporters who may 
be interested in the Russian markets. He is particularly in- 
terested in hardware, enameled ware, agricultural implements, 
and knitted goods. References. 

Hardware, brooms, etc., Number 22357.—An American 
consular officer in Ireland reports that an American citizen 
in his district wishes to establish a general store for the sale 
of such American products as hardware, brooms, cotton goods, 
etc. References. 

Hardware, foodstuffs, etc., Number 22361—A firm in 
the United States which is engaged in the rubber and timber 
business in Bolivia informs the Bureau that it is establishing 
a large warehouse on its property and would like to com- 
municate with American manufacturers and exporters of 
hardware, foodstuffs, textiles, and novelties. The firm will 
buy on its own account. 

Hardware, vacuum cleaners, plumbing supplies, etc., Num- 
ber 22365.—The Bureau is informed that a business man in 
Russia wishes to represent, on a sole-agency basis, American 
manufacturers and exporters of general hardware, portable 
and stationary vacuum cleaners, agricultural machinery, 
plumbing supplies, etc. References. 

Fnameled ware, china, and crockery, Number 22368.—A 
firm in Canada writes the Bureau that it desires to receive 
names and addresses of American manufacturers and export- 
ers of enamel and porcelain ware of all kinds, china and 
crockery. 

Hardware, Number 22369.—The Bureau is informed that 
a business man in Russia wishes to communicate with some 
one in the United States who would be interested in estab- 
lishing a wholesale business in Russia for the sale of hard- 
ware and kindred lines. 

Hardware and cutlery, chinaware, etc., Number 22384.— 
An American consular officer in East Africa reports that a 
firm of merchants and commission agents in his district de- 
sires to secure agencies for the introduction and sale of 
American goods. The firm is particularly interested in hard- 
ware and cutlery, chinaware, glassware, and toilet supplies. 
Correspondence in English. 

Hardware, sanitary appliances, etc., Number 22386.—An 
American consular officer in France writes that a merchant 
in his district wishes to form commercial relations with 
American manufacturers and exporters of all classes of 
goods used for construction purposes+and house fittings, in- 
cluding hardware, sanitary appliances, etc. The man wishes 
to act on a commission basis. Reference. 

Hardware, drugs, etc., Number 22393.—The Bureau is in 
receipt of a letter from a merchant in Cuba stating that he 
desires to represent American manufacturers and exporters 
of hardware, drugs, patent medicines, novelty goods and 
tools. Reference. 

Hardware, novelties, etc., Number 22402-——An American 
consular officer in Denmark reports that a merchant in his 
district is anxious to represent American manufacturers and 
exporters of household goods, hardware and novelties. ‘The 
man claims to have resided in America for a number of 
years. 

Hardware, etc., Number 22404—An American consular 
officer in South Africa reports that a man in his district de- 
sires to represent on a commission basis American manu- 
facturers and exporters of hardware and sundries. Corre- 
spondence in English. References. 

Tools, Number 22441.—A piano company in the United 
States writes that its representative in Peru desires to com- 
municate with American manufacturers and exporters 0 
tools for carpenters. Catalogues, price lists, etc., should be 
in Spanish. 

Hardware, iron and steel, Number 22453—An Amer- 
ican consular officer in Chile writes that a business man in 
his district wishes to represent, on a commission basis, 
American manufacturers and exporters of heavy hardware 
and iron and steel products, such as bars, rods and nuts and 
corrugated sheeting. Correspondence may be in English. 

Washing machines and clothes wringers, Number 22459. 
—A Dutch merchant residing in France informs an Amer- 
ican consular officer that he desires names of American maf- 
ufacturers and exporters of family washing machines am 
clothes wringers. Correspondence may be in English. 
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Cleanliness and Order Vital to Success 
of Retail Hardware Stores Everywhere 


By Wi..i1am T. Gorm ey, of the Bullard and Gormley Company, Chicago, Illinois. 








Some days ago I had occasion to visit a retail hard- 
ware store located in one of the neighborhood trading 
: communities of Chicago 
twice. The first time 
was about 8:30 o clock in 
the morning, but evidently 
there had been no sweep- 
ing or dusting done in the 
store that day as there was 
dirt on the floor tracked in 
from the muddy streets the 
day before and the tops of 
the show cases and coun- 
ters were dusty. 

At the rear counter stood the owner of the store. 
He was engaged in shaking little steel screw eyes in 
a box-in an effort to remove rust from them, a pile of 
considerable size of the screw eyes lying on the 
counter. 

It is barely possible that this retail hardware dealer 
had suddenly received an order for several gross of 
these screw eyes which must be delivered—all free 
from rust—that forenoon, and being without help in 
the store, had set to work to get them in shape for 
delivery, but it would seem that even in this case he 
might have postponed the work of cleaning the screw 
eyes until he had swept the floor and dusted the coun- 
ters and show cases. 






Wilillam T. Gormley. 


Instead of dropping the box he was shaking, the 
hardware dealer kept on and made me walk back to 
where he stood and ask if he had a certain article in 
stock which I needed at once. He did not seem anxi- 
ous at all to wait on me, but finally he concluded that 
the profit which he might make on the sale to me might 
be worth his while and produced the article which I 
had inquired for. His price was low enough—in fact 
lower than the same grade can be bought for in the 
downtown department stores—and I paid him and 
went out without telling him who I was. 

As I left the store I noticed that his show window 
contained a well arranged display of tools and house- 
hold utensils, but like the show cases inside the win- 
dow display was dusty and thus lost much of its power 
of attraction. 

When it is remembered that this retail hardware 
Store is located in one of the so-called best neighbor- 
hoods of Chicago and that the nearest competitor is 
located over half a mile away in any direction, it 
would seem still more strange that the owner does not 
make an effort to “live up” to his community. Surely, 
the people from whom his business and profits must 
come do not care to do their trading in a store full 
of dust and unswept any more than they want to have 
their own garages, for instance, in an untidy condition. 

A couple of days later I was in the neighborhood 
again, and the thought came to me that I would like 


to see how the store looked at that time—about 4 


o'clock in the afternoon. 


The moment I entered I knew that the store was 


going to be swept, for on the floor there was scat- 


tered one of those ill-smelling, oily, sweeping com- 
pounds. Mind you, this was at 4 P. M., two hours 


before closing time. 


There was a customer in the store and the owner 


was working hard to make a sale, so I did not ap- 
proach him until he: had finished and had given the 
“change” back on the purchase. 

He remembered me and asked if the article I had 
bought was proving satisfactory (it was a special 
wrench), and I told him it was all right after which 
I inquired for something which | felt sure he did not 
have in stock. He was very anxious to serve me, of- 
fering to ‘phone to one of the wholesale houses down- 
town and have it for me early the next day, but I 
said it wouldn’t do and left. 

He was a man who evidently was a good salesman. 
He had proved that both while waiting on me the first 
time and on the second day while making the sale to 
the customer mentioned before. He was located in a 
community that would support a hardware store car- 
rying a good quality of merchandise, ‘and he showed 
his appreciation of this in the class of his stock—but 
he lacked in one of the first characteristics of any suc- 
cessful man: He had no sense of order and neatness, 
or at least failed to show an appreciation of their vital 
importance, and the result was that he just managed 
to make a living when he might have been increasing 
his sales and profits as the years went by. 


Mrs} 


Chicago, September 25, 1916. 
’ Pe ) 





ONE COPY OF AMERICAN ARTISAN WORTH 
PRICE OF YEAR’S SUBSCRIPTION. 


To AMERICAN ARTISAN: 

It gives us pleasure to enclose check for subscrip- 
tion to AMERICAN ARTISAN AND HARDWARE RECORD 
for one year. It is a live publication, and we have 
already received information from the sample copy 
that is worth to us more than the price of a year’s 
subscription. 

Very truly yours, 
THe SmitH-Lee Company. 

Oneida, New York, September 25, 1916. 

sciaiecscasihelljiticieine 

Self-confidence is one of the very first requisites in 
any undertaking. Self-confidence is just as essential 
in making sales and developing a business as in win- 
ning a foot race or winning in anything else. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








WINDOW DISPLAY OF BUILDERS’ 
HARDWARE. 


The accompanying illustration shows a neat, simple 
which 
ARTISAN 


Hardware re- 


AMERICAN 


window display of Builders’ 


Mention in 


Honorable 


ceived 





Window Dispiay of Corbin Builders’ Hardware Awarded Honorable Mention 
Arranged by H. W. Goeller for the Palace Hardware House, Erie, Pennsylvania. 


RECORD Window Display .Competition. 


AND HARDWARE Record Window Display Competi- 
It was arranged for the Palace Hardware 
House, Erie, Pennsylvania, by H. W. Goeller, the 


tion. 


recipient of first honors in the Competition. 

‘rom a standpoint of beauty, this window display 
It is rather difficult to ex- 
hibit attractively, articles such as builders’ hardware, 


must be given high rank. 


because they all appear alike to a great degree and not 


much opportunity for variation is provided. Here 


Mr. Goeller showed his originality by preparing a 
handsome setting for his display and by placing the 
articles on the floor in an oblique position, facing the 
corner of the window rather than the front. 





The tall pedestals shown were made of light-weight 
wood, covered with sign-writers’ canvas and then 
They supported a 
and were neatly 
The four shades 


given two coats of white paint. 
white beam similarly constructed 
flowers. 


decorated with artificial 


suspended from the beam at the top were of white 
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matt board and red crepe paper, made by Mr. Goeller, 
as also were the two attractive show cards resting on 
the floor against the pedestals. Both walls behind the 
pedestals had a covering of red crepe paper on which 
were symmetrically arranged various mounted speci- 
mens of builders’ hardware, including knobs, handles, 
escutcheons, and the like. 

The floor of the window was covered with white 
paper upon which different styles of mounte1 knobs, 


handles, etc, were held upright by supports. Two 
small white pedestals, tastefully decorated wiih ferns 


and flowers, displayed handsome styles of knockers 


mounted on highly finished wood, just as were the 






























other articles shown. The cards at the sides respec- 
tively announced the brand, “Corbin Builders’ Hard- 
ware” and admonished, “If You Contemplate Build- 


ing, See Our Line First.” ‘ 





LIBERAL USE OF ADVERTISING MATTER 
PRODUCES EFFECTIVE WINDOW DISPLAY 
OF HUNTING GOODS. 


How a liberal but judicious use of advertising mat- 
ter produces an attractive and effective window-dis- 
play is clearly shown in the illustration herewith, 
which pictures a window display of Hunting Goods 
awarded Honorable Mention in AMERICAN ARTISAN 
AND HARDWARE Record Window-Display Competi- 


tion. This window display was arranged by J. E. 
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two large cutouts which presented a very realistic 
hunting scene. To the sides were arranged large 
pyramids of shell cartons, on each of which rested a 
shell set on end. Beneath these were set up large, 
dark-stained boards on each of which were pictured a 
large pair of antlers, a duck and two shotguns. In 
line with these under the center panel was tacked a 
picture of a camping scene, and on the low platform 
in the rear adjacent to the three large pictures, were 
set up several pyramids of shell cartons, topped by 
shotguns; two cutouts stuffed 
birds; cartons and individual shells and cartridges, 


handsome holding 
and several high hunting shoes. 

This platform, as well as the floor, was covered 
with white puffed bunting which set off the various 


items and the advertising matter effectively. On the 





Window Display of Hunting Goods Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD 


Window Display Competition. 


Arranged by J. E. Gallagher for the Wimberly and Thomas Hardware Company, 


Birmingham, Alabama. 


Gallagher for the Wimberly and Thomas Hardware 
Company, 2011 First Avenue, Birmingham, Alabama. 

It is easy to see how the preparation of such a large, 
excellently-prepared window consumed a 
great deal of care and effort, but the finished appear- 
ance bears witness to the fact that Mr. Gallagher 
“did himself proud” and created a window display 


display 


which in point of beauty and attractiveness is en- 
titled to great credit. 

The walls of the window display were covered with 
white painted cloth which was tastefully decorated 
with several large pictures and with a row of the 
Manufacturer’s trademarks. The centerpiece in front 
of the middle panel of the background was made of 


floor against the platform were lined up boxes of 
shells and at each end of this line rested a carrying 
case for shotguns. The remainder of the floor space 
was simply and neatly arranged with two stacks of 
rifles, three in each group; several large cutouts pic- 
turing the hunter, and a pyramid of shell cartons in 
the front of the window, holding a shotgun and single 
shells resting on end. 

On the right wall of the window several stuffed 
birds served to further enhance the attractiveness of 
the window display, and gave the onlookers some- 
\ll in all, the 
window is an excellent example of what advertising 
to the of a 


thing additional to view with interest. 


do increase effectiveness 


material 


can 
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window display, as the various pictures, cutouts, dis- 
plays, etc., were no doubt deciding factors in at- 
tracting and holding the attention of the passers-by. 





WINDOW DISPLAYS PAY FOR THEMSELVES. 


Because of its advertising value and because of the 
impression it makes upon the people of the com- 
munity, a properly arranged window display is a pay- 
ing proposition. Many retail hardware dealers are 
prone to underestimate the value of the window dis- 
play in this regard: They feel that all a window dis- 
play does is to fill up space and they fail to under- 
stand that it is capable of making a strong appeal for 
business and actually does stimulate and create sales. 
Furthermore, the window display is an indication as 
to the progressiveness of the store and it reflects 
the degree of efficiency of the merchandising methods 
of the business within. 

Every retail hardware dealer who aims to estab- 
lish a successful, paying business must sooner or later 
acquire a proper conception of the opportunities his 
windows afford. True it is that the preparation of an 
attractive window display is often an expensive ven- 
ture, both as regards expenditure of time and money, 
but in practically every instance the owner finds him- 
self more than amply recompensed by the favorable 
impression produced upon the passers-by, which 
eventually redounds to his benefit, and by the numer- 
ous inquiries by people who previously had no thought 
of purchasing but whom the window display has actu- 
ally drawn into the store. The widely-varied stock of 
the average hardware store offers abundant opportuni- 
ties for the arrangement of different window displays 
and the sale of any line of items can be materially 
increased by featuring them in an effective manner. 

AMERICAN ARTISAN AND HARDWARE ReEcorp has 
for many years conducted Window Display Competi- 
tions for the express purpose of encouraging the 
dealer or salesman to prepare meritorious window dis- 
plays, and another competition has been announced 
which closes on December 15th, 1916. As in previous 
years, $100.00 in cash prizes and honorable mentions 
will be awarded for the window displays judged most 
excellent in point of appearance and effectiveness. 

Those who enter the competition will find further 
interest in comparing their arrangements with those 
of other trimmers in the country, and in gaining many 
new, worthy ideas for their future window displays 
from the photographs and descriptions of the com- 
mendably-prepared window displays of hardware and 
similar lines that are published as a regular weekly 
feature of AMERICAN ARTISAN AND HARDWARE 
Recorp. Any retail hardware dealer or salesman may 
compete and can enter as many window displays as 
he wishes, of any line of hardware or related lines, 
as for instance, general hardware, builders’ hardware, 
mechanics’ supplies, tools of all sorts, farm and garden 
implements, electrical supplies, automobile supplies 
and accessories, cutlery, housefurnishings, kitchen 
utensils, sporting goods, hunting and fishing equip- 
ment, plated ware, paints, abrasives, stoves, ranges, 


warm air heaters, etc. Details of the award of prizes 


and the conditions of the competition follow: 
Award of Prizes. 


The prizes will be awarded as follows: 

First prize, $50.00 in cash, for the best photo- 
graph and description received of window display of 
hardware and kindred lines. 

Second prize, $25.00 in cash, for the photograph and 
description second in excellence. 

Third prize, $15.00 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10.00 in cash, for the photograph and 
description fourth in excellence. 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than December 
15, 1916. Address all photographs and descriptions 
to AMERICAN ARTISAN AND HARDWARE REcorD Win- 
dow Display Competition, 910 South Michigan Ave- 
nue, Chicago, Illinois. ’ 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many phot-- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 

AMERICAN ARTISAN AND HARDWARE RECcorD re- 
serves the right to publish all photographs and de- 
scriptions submitted. 
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TRUE FRIENDSHIP GREAT GIFT. 





Friendship is the most admirable, mazing and rare 
article among human beings. Anybody may stand by 
you when you are right; a friend stands by you when 
you are wrong. The highest known form of friend- 
ship is that of the dog to his master. You are in luck 
if you can find one man or one woman on earth who 
has that kind of affection for you and fidelity to you. 
Like the shade of a great tree in the noonday heat is 
a friend. Like the home port with your country’s flag 
flying, after a long journey, is a friend. A friend is 
an impregnable citadel of refuge in the strife of exist- 
ence. Is he who keeps alive your faith in human na- 
ture ; who makes you believe it is a good universe. He 
is the antidote to dispair and elixir of hope; the tonic 
for depression; the medicine to cure suicide. When 
you are vigorous and spirited, you like to take your 
pleasure with him; when you are in trouble, you want 
to tell him. When you are sick, you want to see him; 
when you are dying you want him near. You give to 
him without reluctance and borrow from him without 
embarrassment.—Anon. 
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Popular Automobile Accessories Offer 
Great Opportunity to Hardware Dealers 











COMBINATION PIPE VISE AND ANVIL 
ESPECIALLY ADAPTED FOR 
AUTOMOBILE REPAIR 
WORK. 


The illustration herewith shows one ‘of the Rock 
Island line of vises, the Autovise, which is specially 
adapted for auto- 
mobile and heavy 
repair work. This 
combines a_ pipe 
vise, an anvil and, 
of course, vise 
jaws, and accord- 
ing to the manu- 
| facturers, is made 

Rock Island Autovise. of heavy material 
with these specifications: Screw handle of 
cold rolled steel, jaws of a fine grade of crucible cast 
tool steel, nut of malleable iron, and vise casting of a 
mixture of highest grade iron and steel. The vise 
has 3'%4-inch jaws and weighs 80 pounds, while a 
smaller size, with 3-inch jaws and weighing 32 
pounds, is made for the use of the individual auto- 
mobile owner. Both types are painted with a high 
grade dull paint and all finished parts are highly pol- 
ished and lacquered. The manufacturers say that 
although they cannot guarantee the vises not to break, 
they do guarantee to replace broken parts free of 
charge. Further particulars of the Rock Island Vises 
are contained in the catalog which will be sent upon 
request, by the Rock Island Manufacturing Company, 
Rock Island, Illinois. 








and 





EFFECTIVE STAND FOR’ DISPLAYING 
AUTOMOBILE MIRRORS. 





Dealers in various lines are cognizant of the fact 
of a certain article will go 
a long way towards selling 
it and they realize the truth 
of the axiom, ‘Goods at- 
tractively displayed are 
half sold.” One of the 
most effective methods of 
interesting customers with 
the least personal effort is 
through the use of a dis- 
play outfit that draws at- 
tention and shows the ar- 
ticles in their proper light. 
In the realm of automobile 
supplies and accessories, it 





Ever Good Mirror Display 
tand. 


1s said that the dealer can add materially to his profits 
by cultivating, for instance, his sales of mirrors. The 
Ever Good Mirror Display Stand, shown in the ac- 


Companying illustration, is said to enable the dealer 





to make these mirrors one of his most profitable lines. 
It is leased free of charge with an assortment of the 
various Ever Good mirrors for display purposes. The 
dimensions are: total height, 27 inches; width, 20 
inches; and its weight, about 15 pounds; the stand 
permits of the display of seven types of mirrors. 
Further particulars of the stand and mirrors can be 
secured from the Emil Grossman Manufacturing Com- 
pany, Bush Terminal, Brooklyn, New York, or 1253 
Michigan Avenue, Chicago, Illinois. 


ELECTRIC WARMER FOR AUTOMOBILE 
ENGINE AND RADIATOR. 





With the rapidly increasing use of the gasoline auto- 
mobile during the winter months, chilled engines and 
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Electric Warmer for Automobile Engine. 


/ 
frozen radiators are among the most serious problems 
of the private garage owner. These troubles may be 
avoided by the use of an electric engine and radiator 
warmer which may be connected with any lamp socket 
in the garage and placed in the hood of the car be- 
tween the engine and the radiator, as shown in the 
accompanying illustration. The body of the heater 
contains a rugged heating element which consumes 
one-tenth of a kilowatt—at a cost of less than one 
cent an hour—and gives off just enough heat to keep 
the radiator from freezing and the engine from caus- 
ing starting trouble. The hood of the car, however, 
should be blanketed in severe weather to hold in the 
heat. This heating element is enclosed in a black 
enameled metal shell—shaped like and about the size 
of an ordinary dry cell—which is perforated to allow 
for circulation of the heated air from within. The 
entire outfit is said to be well insulated, fireproof and 
safe in every respect, weighs less than a pound and 
comes equipped with ten feet of cord. It is manutac- 
tured by the Hughes Electric Heating Company, 215 
West Schiller Street, Chicago, from whom further in- 


formation may be obtained. 
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INSULATION IN SPARK PLUG 
RESISTS SHOCKS. 


STONE 


It is the belief of many experts on Automobile Ac- 
cessories that the most striking difference between the 
superior and the common types of spark 
plugs lies in the ability of the insulation 
to resist shocks. For this reason, the 
manufacturers of the Herz Bougie 
Mercedes Spark Plug, shown in the ac- 
companying illustration, have paid par- 
ticular attention to the matter of insula- 
tion and after many tests and experi- 
ments, they state that they have come 
to the conclusion that porcelain is too 
fragile for the purpose, and consequently 
a specially imported stone, said to resist 





Herz Bougie 


Mercedes f a 
Spark Plug. these shocks effectively, is used for the 
insulation. In other respects also, notably the ac- 


curate, gas-tight fit and the self-cleaning feature, the 
excellent design and construction of the Herz Bougie 
Mercedes Spark Plugs are stated to be apparent; and 
because of this and their unusual strength and durabil- 
ity, they are said to have been adopted by the United 
States Army and Navy and by many fire departments. 
Further information can be secured from Herz and 
Company, 245 West 55th Street, Chicago, Illinois. 





NO DELAY ON ORDERS FOR FACTORY 
LOADED SHELLS 


Retail hardware dealers who have had trouble in 
having their orders filled for loaded shells will be in- 
terested in knowing that the Winchester Repeating 
Arms Company, had made special preparation to man- 
ufacture an unusually large supply of their Winches- 
ter Factory Loaded Shells, such as Leader Smokeless, 
New Rival Black, Repeater Smokeless and Nublack 
Black, two of which are shown herewith, and that, 
therefore, dealers who specify Winchester brand will 











Winchester Repeater Smokeless Shell. 


have no difficulty in securing full supply. It is also 
stated by the Company that their Factory Loaded 
Shells as well as their Winchester Guns and Cart- 
ridges received First Grand Prize at the Panama-Pa- 
cific Exposition, held 1915 in San Francisco, for all 
kinds of guns and ammunition. Full information as 


to their intensive advertising campaign and selling 
helps may be obtained by writing to the Winchester 
Repeating Arms Company, New Haven, Connecticut. 


CASH PRIZES FOR BEST ILLUSTRATED 
STORIES OF HAND TRAP EXPERIENCES. 


The great number of hand traps in use have no doubt 
furnished a great deal of fun and no little instruction 
to the many devotees of the sport of trapshooting. It 
goes without saying that they have also figured in 
novel, interesting experiences, which, if known to 
others taking up the sport, would suggest to them 
means for deriving further pleasure from their hand 
traps and in this way increase the popularity of trap- 
shooting. In order to secure details of such experi- 
ences for dissemination to the trapshooting world, E. 
I. du Pont de Nemours and Company are offering 24 
cash prizes for the best snappy, instructive, illustrated 
stories of hand trap experiences. Each story must be 
accompanied by at least three photographs of actions 
described, said photos to contain more than one per- 
son. Special stress is laid upon the matter of action 
in the scenes to be photographed and to assist com- 
petitors in this regard, the Company offers a helpful 
list of “‘do’s” and “don’ts” to be observed 1n taking the 
pictures. The stories must not exceed 600 words and 
must be entered by December 1, 1916. Further in- 
formation regarding the contest, together with the 
hints on snapping pictures, can be secured from E. I. 
du Pont de Nemours and Company, Department 12, 
Wilmington, Delaware. 


2 
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EXTRA PROFITS CAN BE MADE EASILY ON 
CONVENIENT PACKAGE OF WEATHER 
STRIPS. 





With the coming of cold weather the retail hard- 
ware dealer can add to his sales and profits by offer- 
ing to his trade Burlington Weather Strips to be used 
on doors and windows to keep out the chilling winds 
and drafts. These weather strips are conveniently put 
up in neat paper cartons holding from 36 to 38 run- 





Burlington Weather Strips in Carton. 


ning feet as shown in the accompanying illustration, 
and are made of a flexible felt 
According to the manufacturers, all that is needed to 
attach them is a hammer and some tacks. [Further 
information may be obtained from the Bu:lington 
Blanket Company, Burlington, Wisconsin. 


- 


com] gsition. 





Only fools mortgage their opportunities. 
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REGISTRATION OF TRADEMARKS IN LATIN 
AMERICAN COUNTRIES. 


The importance of early registration of trade- 
marks used in commerce with Latin American coun- 
tries has been frequently referred to by AMERICAN 
ARTISAN AND HARDWARE Recorp. In order to indi- 
cate the manner of securing protection for trade- 
marks, there was issued in 1915 a report on this sub- 
ject, describing briefly the formalities of registration, 
and also indicating the offices to which applications 
should be directed, the duration of protection, and the 
principal official fees. A revised edition of this pub- 
lication, which is entitled “Tariff Series Number 31, 
Registration of Trademarks in Latin America,” with 
corrections to date, has been issued, and copies may 
be obtained upon application to the Bureau of For- 
eign and Domestic Commerce or its District Offices. 
Information regarding countries that are not covered 
by this publication may also be obtained by addressing 
the Washington office of the Bureau. 





CORN POPPER PATENTED. 


Under number 1,198,938, United States patent 
rights have been granted to John A. McClarrinon, 








1.198.938 — 


Arlington, Iowa, for a corn popper described here- 
with: .A corn popper comprising a receptacle, an 
auxiliary perforated bottom arranged within the re- 
ceptacle, and spaced from the bottom thereof, said 
auxiliary bottom dividing the receptacle into com- 
municating compartments, a perforated plate slidably 
mounted beneath said auxiliary bottom and controlling 
the communication between said compartments, and a 
cover for said receptacle. 


EXCELLENT MATERIAL AND SKILLED 
WORKMANSHIP ESSENTIAL IN 
SCREW PRODUCTS. 





In offering the large line of screw products, the 
Corbin Screw Corporation presents the incontro- 
vertible evidence that they have been used for years 
and years in the different industries and have always 
been found thoroughly reliable. This efficient, durable 
construction, they state, has been made possible by the 
use of excellent material and the employment of 
skilled labor in all phases of the manufacturing proc- 
ss. Such a combination of high-grade material and 
Workmanship is said to be still scrupulously main- 
tained, with the result that their screw products con- 
tinue to enjoy a universal popularity. According to 


og ser rae ere ee 


the manufacturers, orders.for any of these can be 
promptly filled, and quotations can be rendered on 
wood screws, machine screws; jack, safety and ladder 
chains; warm air heater chains, stove bolts and rods, 
escutcheon and hinge pins, and special screws milled 
from the solid bar. Catalog giving full details will 
be sent upon request, together with information about 
the Corbin Brown Speedometers and the Corbin 
Brakes for bicycles. Applications should be made te 
the Corbin Screw Corporation, New Britain, Connecti- 


cut. 
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TRY SQUARES AND BEVELS WITH 
MACHINED BLADE EDGES. 


In order to do accurate work, the mechanic must 


have accurate tools. The character of the work he 






ss 


COPYRIGIITED, 1909, BY THE STAN‘ FY RULE & LEVEL CO, 


Stanley Try Squares and Bevels. 


puts out is contingent, first, upon his ability, and sec- 
ond, the quality of his tools. Hence the absolute 
necessity of thoroughly exact measuring instruments 
is realized by the manufacturer, and corresponding 
steps are taken to insure this proper construction. In 
the try squares and bevels of the Stanley Rule and 
Level Company, several of which are shown here- 
with, the edges of all the blades are machined, which 
process, it is claimed, gives these tools an accuracy that 
it is impossible to gain by any other method. The 
graduations on the try squares are made with pre- 
cision and distinctly marked, so that they can always 
be relied upon. Further evidence of the careful con- 
struction is noted in the accurate sawing of the square 
handles to receive the blades, which are securely fast- 
ened in place by large rivets. The Company’s catalog 
giving further details and showing many styles of both 
squares and bevels, will be sent upon request, by the 
Stanley Rule and Level Company, New Britain, Con- 
necticut. 
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ALWAYS INTERESTED IN READING 
AMERICAN ARTISAN. 


To AMERICAN ARTISAN: 

I am enclosing herewith the requisite funds for re- 
newal of my subscription promptly because AMERICAN 
ARTISAN is one magazine | always take an interest in 
looking over. 

H. W. BeeEGLE. 


Chicago, September 23, 1916. 
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PATENTS WEATHER STRIP. 


George Leonard Body, London, Ontario, Canada, 
has secured United States patent rights, under num- 


























poses ber 1,198,692, for a 
\% —— weather strip described 

\ QW» grt 5. A nha “4 

~ VYYYy t c class descri , com 

VY; prising a window cas- 

ing, a revoluble sash 

mounted therein and 

having a_ longitudinal 


slot and a cut-away por- 
tion, a mounting .mem- 
ber secured  counter- 
sunk within said casing, 
an inwardly projecting 
bearing arm mounted 
upon said member and terminating in a hook, a catch 
plate carried by said member and positioned beneath 
said hook, a weather strip slidably mounted upon said 
arm and engagable with said hook when inwardly -po- 
sitioned engaging the said slot, and a pin carried by 
the weather strip adapted for engagement with the 
catch plate when said strip is outwardly positioned. 














POOR POLICY TO GUARD WORK AS SECRET. 


The fact that certain duties are assigned to certain 
specific employes does not mean that those duties are 
to be guarded as an important secret by the employe. 
But the intention is that that specific employe shall 
have charge of certain work. As soon as he is in that 
position, he shall use every endeavor to fit somebody 
else for his place in case his services could be more 
beneficial to the house somewhere else.—W. G. Cleve- 
land. 





FLY TRAP THAT HAS SCIENTIFIC 
CONSTRUCTION. 


It is generally conceded that the fly is one of the 
greatest enemies of man—a menace that is highly 
detrimental to our health and well being. Obviously 
one of the most practicable methods of eliminating 
or abating this nuisance is the use of fly traps that 
operate successfully. In this regard, the idea of 
catching the fly outdoors is comparatively a new one, 
and the construction of a trap based upon the knowl- 
edge of the habits of the fly is said to be entirely new. 
Such a device is stated to be found in the Curry Cham- 
pion Fly Trap, invented by a man who knows the 
habits of the fly and how to take advantage of them. 
Mr. Curry was aware of the fact that by darkening a 
room in which there were flies, he could get them to 
fly against the window, and he utilized this knowl- 
edge in the construction of his fly trap. 

The Curry Champion Fly Trzp is all metal, neat in 
appearance, strong and durable, knocks down and oc- 
cupies but a few inches for shipping. According to the 
manufacturers, it has been thoroughly tested and 
highly endorsed by five United States army experts 
appointed for the purpose; furthermore it has been 
approved by health officials and by the daily press. 
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Full particulars regarding its construction, price list, 
etc., can be obtained from the manufacturers, the 
Scott-Fulton Manufacturing Company, 221 Mills 
Building, El] Paso, Texas. 





SECURES PATENT FOR SCRUB BOARD. 

Clifton Ross, Utica, Mississippi, has been granted 
United States patent rights, under number 1,198,963, 
for a scrub board de- 
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side rails having longi- 
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? . of the board, each chan- 
nel in the side rails having a shoulder adapted to be 
engaged by a shoulder upon the edge of the board, 
screw eyes passing through the rails below the board, 
a rod connecting the eyes of said bolts, other eye 
bolts passing through the rail intermediate the shoul- 
dered portion of the rails and the head, a spring con- 
nected to one of said eye bolts near the upper end of 
the board, a rod connected to said spring, and another 
eye bolt in the opposite rail engaged by said hook. 





RETAIL HARDWARE DOINGS. 


lowa. 

_ Fred and Alvan Schmitt, Alwar, have dissolved partner- 
ship in the hardware and implement business, Alvan Schmitt 
continuing. 

O. E. Davis, Emerson, has sold his hardware store to 
A. W. Shanor. 
Minnesota. 
John H. Mursu, New York Mills, has sold his hardware 
store to W. O. Bilstad. 
U. Hoagland, Renville, has purchased a hardware 
store. 
P. O. Toren, Carlton, has sold his store to W .J. Clen- 
dening. 
Nebraska. 
A. B. Turner, Verdon, has bought 
ware business. 
O. F. Connant, Benedict, has sold his store to FE. L. Gray. 
Clyde M. Empson, Oshkosh, has purchased the Quelle 
Brothers hardware store. 
E. C. Asmus, Friend, will engage in the hardware busi- 
ness. 
C. N. Peterson, Walthill, has sold his store to Robert 
Tate. 


the Thaler hard- 


North Dakota. 
Rossum, Hagen and Nelson Van Hook, has suffered a 
fire loss of $12,000 on their hardware stock. 
Oklahoma. 
The hardware store of R. Thomas at Lambert was de- 
stroyed by fire. 
South Dakota. ' 
R. M. Powers and Sons, Canova. hardware and imple- 
ment dealers, have been succeeded by Gunnar Wiblemoe. 
Washington. 
William and Joe Fritsch, Sedro Valley, will open 
ware store. 


a hard- 


Wisconsin. 

M. Carson has sold his interest in the Carson Hardware 
Company at Washburn, the name now being Moor -Thomp- 
son Hardware Company. 

Ole Fresley and Bert Grimshaw, Elroy, have bought the 
Charles Nerud hardware stock. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











There is going to be some clever electioneering done 
among the four hundred members of the Hardware 
Club of Chicago during the next few days before the 
Annual Election, which takes place Friday, October 
sixth, from 10 A. M. to 6 P. M., for there are two 
good tickets from which to choose five Governors to 
succeed the five whose terms expire. 

The “Official Ticket,” or the ticket arranged by the 
Nominating Committee, is composed of the following: 

George Black, of the Allerton, Clark Company, 74 
West Lake Street. 

E. P. Dunning, of Sargent and Company, 220 North 
Michigan Avenue. 

Fred Homer, of Hodge and Homer Company, 549 
West Madison Street. 

Arthur Lussky, of Lussky, White and Coolidge, 69 
West Lake Street. 

Thomas P. Whyte, of Cobb, Whyte, Laemmer Com- 
pany, 179 North Clark Street. 

The “Members’ Ticket’ which has been chosen by 
a number of prominent members of the Hardware 
Club, consists of these well known gentlemen: 

James A. Billings, of the Payson Manufacturing 
Company, 2916 West Jackson Boulevard. 

Frank M. Furlong, of the Stover Manufacturing 
and Engine Company, 140 North Dearborn Street. 

W. C. Matthews, of George L. Wilkins, 7067 North 
Clark Street. 

Fred Ruhling, 1315 North Clark Street. 

Arthur Watts, Manufacturers’ Agent, 56 
dolph Street. 

All the ten gentlemen on these two tickets will give 
the Hardware Club excellent service, it is stated by 
their respective sponsors, and so may the best men 
win. 

The following are the Governors whose terms ex- 
pire: 

President A. Vere Martin; Treasurer C. G. Barth; 
Lewis A. Clark; Henry Stuckart and W. J. Stebbins. 

The Annual Meeting of the Hardware Club will be 
held the evening of the election, which will take place 
all day Friday, October sixth, up to 6 P. M. All mem- 
bers are urged not only to cast their ballots, but to be 
present at the meeting, at which time the result of the 
vote will be announced, reports of the officers rendered 
and plans for the coming year will be discussed. 

Dr. G. J. Vaughan to Speak Tuesday, October 3. 

At the Tuesday Luncheon, Tuesday, October third, 
Dr. G. J. Vaughan, a “cosmopolite” from Nanchang, 
China, will address the members of the Hardware 
Club and their friends, and will take for his subject 
“The Yellow Peril.” 

Accompanying Dr. Vaughan will be a young Chi- 
nese lady, but it was not given out whether she would 
appear in the robes of her native land or in the garb 
of her sisters in this country. 


East Ran- 


With every week that goes by the members are 
showing their appreciation of the excellent menus 
which are arranged for the noon luncheons and the 
splendid manner in which the meals are being served 
by the pleasant young ladies. The attendance is usu- 
ally over fifty for each day. For the. cost there isn’t 
a place in the Loop that even approaches the Hard- 
ware Club Luncheons. 
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VISE THAT CAN BE DETACHED FROM SWIVEL 
BASE AND USED AS JIG FOR 
SPECIAL WORK. 





Because it can be quickly detached from its swivel 
base by a turn of a set screw and is accurately ma- 
' chined all over, 

\) s the Yankee Vise 
Number 1993 is 
said to possess 
the additional 
advantage of be- 
ing capable of 
serving as a jig 
in any position 





q Cilmi 
Yankee Vise With Detachable Swivel Base.f0r special work 


on the drill 
press, shaper, and similar machines. Other features 
enumerated by the manufacturers are that the swivel 
base can be firmly locked and easily released by a 
short movement of the lever at the side and that the 
work can be held rigid at any angle by means of the 
specially grooved block which is also illustrated here- 
with. This detachable construction and other advan- 
tages, it is said, will be quickly appreciated by tool 
makers, machinists, electricians, amateurs and_ all 
others seeking high grade, labor saving tools. The 
vises can be obtained from jobbers, and further par 
ticulars regarding construction and price list will be 
sent upon request by the North Brothers Manufactur- 
ing Company, ee 


a OD 


ORNAMENTAL DESIGN FOR A_ HATCHET. 





Stephen Kuzmiak, Oakland, Rhode Island, has 


been i caety United States copyright on the orna- 


mental design for 


a hatchet, which 


i is shown in the 

f ¢ . . 
— ~.. accompanying  il- 
49,666 (ec wine : 
lustration, under 


number 40,666. The term of patent is seven years. 
The claim was ees August 3, 1916, under the serial 
number of 113,025 





ne ne 

The personal appearance of clerks has a good deal 
to do with their success in holding trade. See that your 
force looks right anyway whether it is right or not: 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








' One of the chief requisites of a successful salesman 
is that he have a prepossessing appearance—otherwise 
the prospective purchaser is likely to feel disinclined 
to listen to his talk. So it is with the one of most 
selling force of the retail hardware 
his printed advertisement. Just as the pros- 
word of the salesman who has 


potent of the 
dealer 
pect drinks in every 


J] 3 Weaver7H = nia re Co——— wate 


Our store will close at 1 P. M. to-morrow and on Satur- 
days during the month of August. 

We prepay delivery on all goods for Charlotte, Summer- 
ville and Sea Breeze. 











question one of the best business moves a retailer can 


make. 


- 
* 


In considering the advertisement reproduced here- 


with, 





‘Our 20th Annual 
_Stove Sale | 


oer Monte 








"First Payment October First 
Gelance Easy Payments 
ign tambo eee cad pe 


more my ge theo nae 
gh Wy etter y clang with 9 r old stow 

 @ real Noor warmer, ¢ menapdomh, on on 
Iihevel terms aod ot sueb lo eu priest? 












It Stands the Test Fruit Jars Cheaper 
At least, they are et 
this store, as many eare- lag 
ful housewives have oz, 
learned to their great ‘« iis 
satisfaction. Better buy § 






That, and our low prices, make 
extraordinary hose values. how much 


stock will last. 


Aqueduct Black Rubber MASON 
Genuine heavy duck wrapping. Size Regular Spectal. 
50 ft. 1-2 In. 60 ft. 3-4 in. 1 pt 60c doz. ope 
1 gt 65¢ doz, 5 
$4.19 $4.79 2 ats, 95¢ doz. T9¢ 
Regularly $5.00, Regularly $5.50. IDEAL 
Prices {ncInde couplings, 1 pt. 70c doz, 59¢ 
Other brands 14¢ to 30¢ per ft. 1 at. 75¢ doz. 69¢ 








For Your Bathroom Electric Iron, $1.99 





Its name Is 
We offer a strong, well-made, “STAZ-HOT” 
nicely finished white enameled and it isa 
Bath Stool at the special price of high-grade and 
guaranteed 
$1 + 9 article. 


Complete with cord and stand. 
Weight, 6 Ibs. 

Many other electric appliances In 
stock. Toasters, Grills, ete. 


This stool Is 13 In. high and has 
rubber tips on the feet. It will 
make your tub more enjoyable. 




















Weaver’ Hardware Co. 


31 Matin Street East 











made a good impression, so the newspaper reader 
absorbs himself in the text of an advertisement that 
has commended itself to him by reason of its attractive 
appearance. This latter circumstance may be said to 
be characteristic of the advertisement reproduced 
herewith from the Rochester, New York, Democrat 
and Chronicle, where it was placed by the Weaver 
Hardware Company, 31 East Main Street, of that 
city, and occupied a seven inch, double column space. 
The simple arrangement of rectangular panels sepa- 
rates quite effectively the different portions of the 
advertisement and serves to attract and hold the reader 
because of its neatness, simplicity and convenience. 
The correct sense of proportion between the cuts and 
the corresponding copy is judiciously maintained and 
the entire layout is restful and pleasing to the eye. 
Incidentally it is worthy of note that the Company 
believes in giving its employes a little more time for 
recreation during the warm spell, which is without 


The Regal Garland ® 


Banton you enh th oak 0. gir gos 











ater 





The cee Heater 
Will Cut Your Fuet Bills 4 


A large platement, but one that we stand ready to prove 


By Your Coal Pile 


The German heater actually burns that $0 per cent of 
gases. (vel laden emoke and scot which m an ordimary stove 
PR escapes up tbe chimoey 


How Much Is 1-3 of Your 
“ Fuel Bills? 






a0 sriually make this saviog and yet beat 
forlably and with less attention on 
rested? 


to teat out the strength and 
ostied with the 


Jo weadertd be. 
@ warm Lous «14 comer’, 

(-0@t evo 1m 1610 wealnrr if you own the Oermen beoter 

Sale Prices 

Mo 613, regular price $40, sale price 


Mo O17, regular price $46, mle price 
Me O19, regular price $50, sale price 


Healthful Home Heating - 


og ne ante prem of our New Box Wood Hester 
+ conayder the Bas Sed Renter the begs #1 improvement 10 
oon og stove roustruct ot 


It Changes the Air i in Your 

Rooms From 3 to 5 
times Per Hour 
a) 





ew be remotest " 

trom the oo ta urtreee hested oF 
no somap 

You can have furnace luzury i ib beating wove com 


‘Sale Prices 























Welcom Air Tight 
Kenwood Dixie Air Tight Wood Hester 
National Wood | Wood Heater | 4. vmcsiy ecinton a» 
Heater Sie No 118 81.26 | Viedt heater, with down drat 
Sue Ne 2 61.76 | 90 check. 
Sue 2).apecial... . $6.60 ty Hold? fire ionger thes other 
Sise 24. special SueNo % 62.12 air-tight hesters 
at wrviecesble weed tt te eafe. co ashes con co 
You will find thie © Mest S| icine stove, where quick best | ee 
tractive velne The shove ©! ig wanted ond there is me et ‘is. aa $8 
for Ube steal top bester lomot to eave furl special - 














convincing text. 


let it be understood at the outset that the ad- 


vertisement was 
considerably larger 
than the reproduc- 
tion—to be exact, 
it occupied 

inches of triple col- 
umn space, which 
is nO mean size for 
a retail stove ad- 
vertisement. Mc- 
Gowan _ Brothers, 
Spokane, Wash- 
ington, who ran 
this advertisement 
in the August 27th 
issue of the Spo- 
kane Spokesman- 
Review, certainly 
hit upon an effec- 
tive scheme in an- 
nouncing a_ stove 
sale at the most op- 
portune time of 
the year— just 
when the _ house- 
holder has begun 
to consider the 
heating problem 
for the coming fall 
and winter. The 
gratifying results 
that this advertise- 
ment no doubt pro- 
duced must be also 
attributed in a 
great measure to 
its excellent lay- 
out, its specific 
quotation of prices, 
and its compelling, 


The introduction of the advertise- 


ment and the citation of self-evident reasons for the 
immediate purchase of heating stoves fairly pulsate 
with effectiveness, which is nicely emphasized and 
enhanced by the interesting sales talk accompanying 
each type of heater and the specific price quotation. 


+ * 


Never sidestep a sound business principle for feat 
of offending some customer, or possible customer, nor 
do it in favor of any such customer. 
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HEATING AND VENTILATING 








SHEET METAL CONTRACTORS ADVISED TO 
COOPERATE IN SECOND WARM AIR 
HEATER ADVERTISING 
CAMPAIGN. 


In the following letter addressed to the local asso- 
ciations of sheet metal contractors, John H. Hussie, 
Chairman of the Warm Air Heating Committee of the 
National Association of Sheet Metal Contractors, 
urges the members to continue their dealer member- 
ship in the National Warm Air Heating Association, 
and again cooperate in the second advertising cam- 
paign for warm air heating: 

To Att Locat Associations: 

Last year we requested the National Warm Air 
Heating and Ventilating Association to start their ad- 
vertising campaign for the Warm Air Heating busi- 


ness. They at that time voted to expend $25,090, and 
did so. They requested dealers throughout the coun- 


try to become dealer members of the Association, 
agreeing to expend $25.00 in their home papers ad- 
vertising warm air heating. Quite a large number 
of our members responded to this request. 

The Heating and Ventilating Association is now 
spending $50,000.00 additional in the second adver- 
tising campaign. They are asking us once more to 
cooperate with them and to agree to expend $25.00 
each, or more, in advertising warm air heating in our 
home papers. 

I urgently request every member of our Associa- 
tion engaged in the installation of warm air furnaces 
to write to Secretary Allen W. Williams, DBrunson 
suilding, Columbus, Ohio, agreeing to continue their 
dealer membership during the coming year. Do not 
put this off until some future date ; write today. 

Joun H. Hussie, Chairman, 
Warm Air Heating Committee. 
Omaha, Nebraska, September 20, 1916. 


2 
~~ 


URGES IMMEDIATE AND FORMAL ACTION 
TO OFFSET MINNESOTA BULLETIN 
ON WARM AIR HEATERS. 





It will be remembered that in the early part of this 
year a Bulletin prepared by Professor J. L. Mowry 
and entitled “House Heating,” was published by the 
University of Minnesota in which a number of serious 
misstatements and incorrect conclusions as to the ef- 
ficiency of warm air heating apparatus were made. 

At the Annual Convention of the National Asso- 
ciation of Sheet Metal Contractors, held in Peoria, 
Illinois, John H. Hussie, Chairman of the Warm Air 
Heater Committee read the article which was pub- 
lished in the June 17th issue of AMERICAN ARTISAN 
calling attention to these misstatements, and offered 
@ resolution which was passed unanimously calling 





upon the University of Minnesota to disavow the state- 
ments made by Professor Mowry. 

A number of letters were also sent to Professor 
Vincent, President of the University, by members of 
the Association and after considerable correspondence 
it was agreed that another Bulletin should be pre- 
pared by Professor Mowry in co-operation with mem- 
bers of the Warm Air Heater Committee setting forth 
in suitable manner the true situation—that the warm 
air heater of proper size and properly installed is the 
most satisfactory means of heating and ventilating 
dwelling houses, school buildings and churches. 

A letter from FE. L. Jaynes, President of the North- 
western Furnace and Supply Company, Minneapolis, 
Minnesota, ,to this effect was published on page 30 of 
the July 29th issue of AMERICAN ARTISAN. 

Since then several other letters have been published 
in AMERICAN ARTISAN, thus showing that the installers 
and manufacturers of warm ait heating apparatus are 
thoroughly aroused about the matter. 

Herewith follows a letter from Angus Ik. Campbell, 
President of the Campbell Ileater Company, Des 
Moines, Iowa, in which he urges that some formal, 
definite action be taken immediately to offset the bad 


effect of the Bulletin to which objection has been 
made with good reason: 
To AMERICAN ARTISAN: 

Mr. Hussie is greatly “off” if he thinks the Uni- 


versity will publish another “bulletin” discrediting 
their former “bulletin.” The hot water fellows worked 
a big game on 57,000 farmers “warned” by the great 
University of that 
no good. We willhave to use caterpillar traction am 
It will 


take some formal, concerted action to wake them up. 


Minnesota, furnace heating 1s 


munition to wake up those unfair professors. 


Possibly a direct attack upon the capacity of the Un1- 
versity and its “bulletins.” 
Yours very truly, 
ANGusS Kk. CAMPBELL. 


Des Moines, Iowa, September 19, 1916. 
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NEW YORK HEATING ENGINEERS 
WINTER CAMPAIGN. 





PLAN 


At a recent meeting of the officers of the New York 
Chapter of the American Society of Heating and Ven- 
tilating Engineers, presided over by resident Arthur 
Ritter, plans were formulated for an active and useful 
season to the members and their friends for the com 
ing winter. It has been arranged to hold the first 
meeting in the Building Trades’ Club, 33rd Street near 
6th Avenue, on Monday, October 16th. Members and 
their friends can make plans to have dinner at the club 
and the meeting will be called promptly at 8 o'clock. 
attended 


Hereafter routine business will be to at 


once, so that from 8:30 o'clock on the time will be 











































38 AMERICAN ARTISAN AND HARDWARE RECORD September 30, 191°. 





entirely at the disposal of -those who address the 
Chapter. 

The first meeting will be a social one and the prin- 
cipal entertainment will be a talk on historical spots 
in the United States with stereopticon pictures of hunt- 
ing and farm scenes and views of New York’s pic- 
turesque spots. This meeting should be well attended 
by all the members in order that they may become 
acquainted with the plans for the New York Chapter 
to take a leading place in the work of its field. 
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MAKERS OF STEAM AND HOT WATER 
HEATERS DECLINE TO COMPARE 
APPARATUS WITH WARM AIR 
HEATER EQUIPPED WITH 
HEAT CIRCULATOR. 


In order to acquaint the public with the most health- 
ful and economical method of heating the home, the 
Wind Void House Company, Chicago, in the letter 
published herewith made an offer to the largest dis- 
tributors of steam, hot water, vacuum and similar 
heating systems to enter any one of these systems in a 
contest with a warm air heater equipped with the heat 
circulator of the Company, so as to determine which 
method possesses the greater advantages and is better 
adapted for heating residences: 


To the American Radiator Company, 

820 South Michigan Avenue, Chicago, Iflinois. 
Gentlemen :— 

Your company profits more by the sale of steam and hot 
water heating devices than does any other company of simi- 
lar business. Therefore you are the legitimate defenders of 
the steam and hot water heating business. 

We, in answer to the call of the International Congress 
on Tuberculosis in 1908, have striven since that time to im- 
prove heating of houses so that bronchial sicknesses would 
not be gendered by heating as was charged, with philanthropic 
purpose, by that body, against your systems of house heating. 
And, inasmuch as we have so responded to the call of that 
Congress, and have perfected an apparatus whereby houses 
can be heated with an air condition that assures immunity 
from colds and bronchial troubles, it is but fair to the public 
and ourselves that we should request your company to enter 
a “residence heating contest” through the coming winter for 
the purpose of assuring the public as to which system, the 
American Radiator Company’s steam or hot water heat or 
Woods’ Cold Zone Heat Circulator, is the most scientifically, 
economically healthful. 

We respectfully suggest that records of the contest would 
receive most far reaching credence if under supervision of 
the Chicago Real Estate Board, the expenses of which would 
he equally divided between us. The Real Estate Board to 
select duplicate residence houses of not more than 30,000 
cubic feet volume, approximately 14 rooms, in which Fahren- 
heit temperature must be kept at 72 degrees constantly. 

Your company to be free to install hot water, steam, 
vacuum, blast heating and air washing or water evaporation 
(for humidifying the air), or a combination of them all. 
We to use Woods’ Cold Zone Heat Circulator on an old 
style warm air furnace only in this large house. 

Aside from the assurance of winning the decision as to 
healthfulness, we may demonstrate advantages over your 
plant as given in following percentages approximately: 


Ye 2 re 60 per cent less 
DE) RAE NUE ovis annbeuwioss rod 40 per cent less 
3rd. Drafts through the house............ 100 per cent less 
4th. Odors through the house............. 75 per cent less 


We hope to get favorable decisions for more acute ac- 
coustics; also for neatness and convenience of our wall heat 
registers as compared to your window-obstructing radiators. 

Hoping for an early reply in order that we may proceed 
with preliminaries, we are, 

Respectfully and sincerely yours, 
Winp Vor House Company, 
Per Erastus W. Woods, President. 
143 North Wabash Ave., Chicago, Sept. 1, 1916. 


In reply to this letter, states the Wind Void House 


Company, a courteous gentleman representing the 












American Radiator Company called in person to say 
that they could not comply with the request, even 
though it would hasten the standardizing of healthful 
housing as the exponents of the heat circulator at- 
tached to a warm air heater had maintained it would. 
The conclusion that can be drawn from this fair offer 
and its refusal, is that the makers of steam, hot water 
and similar systems concede the superiority of a warm 
air heater with a heat circulator over their apparatus 
for heating even the largest residences. 


~~ 
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LENNOX FURNACE COMPANY HAS SECURED 
INJUNCTION AGAINST WROT IRON 
HEATER COMPANY. 





On September 13, 1916, the Lennox Furnace Com- 
pany, Marshalltown, Iowa, secured an injunction re- 
straining the Wrot Iron Heater Company, Des Moines, 
Iowa, from manufacturing or selling, or advertising 
for sale, its “Type A” warm air heater in its present 
form or in any other form which is an imitation of 
the plaintiffs “Torrid Zone” warm air heater. 

The “Opinion” of Judge Charles A. Dudley who 
decided the suit in favor of the Lennox Furnace Com- 
pany goes into considerable detail and in granting the 
injunction expressly prohibits the Wrot Iron Heater 
Company from offering for sale any warm air heater 
made in imitation of the “Torrid Zone” in any ter- 
ritory where the Lennox Furnace Company is now 
doing business. 

The following letter has been received from the lat- 
ter Company relative to this suit: 

To AMERICAN ARTISAN: 

Imitation, as you may know, is the sincerest form 
of flattery, but imitation of our Torrid Zone furnace 
has been declared by Judge Dudley to be unlawful, a 
“fraud” upon us and the public, unfair trade compe- 
tition and he has granted an injunction restraining the 
Wrot Iron Heater Company of Des Moines from man- 
ufacturing or selling a steel riveted furnace which is 
a fac-simile of our Torrid Zone furnace. So long as 
this injunction stands it will be unlawful not only for 
this competitor but for anyone else, even your com- 
petitor, to manufacture or offer for sale such a fur- 
nace. 

This case is of interest to all merchants and manu- 
facturers in that our property right to a furnace of 
distinctive type and design is recognized and pro- 
tected by the court although we have no patents upon 
the furnace which we make. This principle in law has 
been often recognized and we succeeded in proving 
our property rights to the special type of furnace 
which we have perfected and which has proved so 
efficient as to be coveted by other manufacturers. 

The Wrot Iron Heater Company had employed men 
formerly in our employ to duplicate patterns for our 
furnace. Other men formerly in our employ were 
then employed to make furnaces from those patterns 
which were so near a duplicate of ours that anyone 
but an expert would be confused. This firm then used 
photographs of our furnace from which to make cuts 
for its catalogs so as to complete the simulation of 
our goods and obtained from an employe of ours in- 
formation as to our dealers. 





~ 


Are 


ni 
bi 
u 


by 
ol 
st 
01 
sy 


CO 














The court holds that so long as a steel furnace could 
have been made without duplicating or simulating our 
furnace, “The conclusion is irresistible that imitation 
or simulation has been made purposely to compete 
with and supplant the Torrid Zone.” 

To the court: 

“It appears that the plaintiff has been in business a 
number of years and considering its large trade in 
different states in the furnace Torrid Zone, and in its 
present form the plaintiff has gained for itself an ex- 
cellent reputation as to this particular furnace and 
consequently there has come to the plaintiff a certain 
good will predicated upon both the character and form 
of this furnace.” 

The judge finding that our competitor had dupli- 
cated our furnace knowing that the public would take 
one for the other, declares that: 

“This, irrespective of the merits of defendant’s fur- 
nace, is practicing a fraud on both the public and the 
plaintiff.” 

He then concludes that: 

“The plaintiff is entitled to an injunction restraining 
the defendant from the manufacture and sale of a 
steel riveted furnace which is a fac-simile of the Tor- 
rid Zone furnace made by the plaintiff.” 

In other words this court in common with other 
courts in similar cases has held that it is as dishonest, 
as unfair and as much of a “fraud” to pirate another 
manufacturer’s goods as it is to plagiarize another’s 
sermon or to steal the reputation of another’s trade 
name. To a layman desiring fair play and honor in 
business, this principle in law seems to be founded 
upon justice and equity and we can all rejoice in the 
fact that the law forbids pirating by manufacturers. 

Please note that this competitor has been restrained 
by the court from building a steel furnace just like 
ours. He will have to confine his manufacture to a 
steel furnace of his own design and sell it upon its 
own merits without seeking to appropriate at one 
swoop the results of our twenty years of careful and 
costly experimentation and perfecting of our product. 

Tue LENNOX FuRNACE CoMPANY. 

Marshalltown, Iowa, September 20, 1916. 
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EFFECT OF TEMPERATURE AND HUMIDITY. 





The following very interesting paper on “Effect of 
Temperature and Humidity,” which was prepared by 
Frederic S. Lee and Ernest L. Scott of Columbia Uni- 
versity, New York City, will be of special interest to 


heating and ventilating engineers: 


That heating engineers and contractors are justified in 
recommending the installation of air conditioning and ven- 
tilating systems in shops and factories is borne out by the 
results of recent experiments. These show that human beings 
in hot and humid atmosphere have a disinclination to perform 
muscular work. This is due to the high atmospheric condi- 
tions, which cause a progressive decrease in the working 
Power of muscles and in the total amount of work which 
they are capable of performing. Comfortable working con- 
ditions, obtainable through ventilating systems, delay exhaus- 
tion, enabling the workman to produce efficiently for a longer 
time, with a resulting gain to the employer. 

. It is a fact of common experience that a human being 
i a hot and humid atmosphere feels a disinclination to per- 
form muscular work. If the testimony of various observers 
18 accepted, this disinclination is accompanied by actual di- 
Minution of working power. Boycott in his observations on 
Miners working ‘in hot, moist air concludes that “their power 
of doing work under these circumstances is quite small.” 
embrey’s results “show definitely that a man is much less 
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efficient in a warm, moist atmosphere.” Cadman in his work 
of mine inspection says that at 95 degrees Fahrenheit wet- 
bulb reading “work becomes impossible.” And others testify 
to the same. 

Summarizing the internal conditions of labor under ex- 
treme conditions of temperature and humidity, it is found 
that when an individual is subjected to an atmosphere that 
is charged with an excessively high temperature and high 
humidity, his bodily temperature is raised, his working power 
becomes limited, and there is an early oncoming of fatigue. 
The fatigue substances act toxically to diminish the activity 
of the tissues, and such fatiguing action is rendered greater 
by reason of the abnormally high internal temperature that 
is present. In addition to these conditions there are circula- 
tory changes, a drafting of the blood away from the brain 
and the muscles to the skin, which may aid in the decrease 
of working power. 


Perhaps the effects of extreme atmospheric conditions 
are different in kind from those of milder conditions, for 
preliminary reports of the New York State Commission on 
Ventilation appear to show that in an atmosphere of 86 
degrees Fahrenheit and 80 percent relative humidity there is 
a disinclination but not an inability on the part of human 
beings to perform as much muscular work as in a cooler, 
dryer air. 

It is evident from the foregoing that analysis of the 
subject had not yet gone far enough. It was therefore with 
a wish to obtain some of these data that the observations here 
reported were made on the working power of muscles. 

Equipment Used in Experiments. 

Cats were used as objects of the experiments and they 
were subjected to the desired atmospheric conditions within 
a box the ventilation of which was controlled. This box was 
17.7 inches long, 14.2 inches wide, and 13.8 inches high; its 
walls were of galvanized iron, and it contained a wooden 
floor. A cover, clamped on tightly, closed it at the top. An 
inlet and an outlet tube, each % inch in diameter, at opposite 
ends of the box, allowed free passage of abundant air, which 
was drawn through by a suction pump worked by an electric 
motor and attached to the outlet tube. This ventilation box 
was set within a larger box containing water, and thus the 
air chamber was surrounded on its four sides and bottom 
by a water jacket. This water was kept at a desired tem- 
perature, which varied with the demands of the individual 
experiment. The course of the air before entering the ven- 
tilation box was circuitous and as follows: 


By the action of the suction pump it was taken from 
the air of the room and passed first into a Williams gas wash- 
bottle, where it was humidified by being bubbled through 
water kept at a desired temperature. From this bottle it 
passed through a lead tube which made eight turns outside 
the ventilation box within the water jacket, and then entered 
the box through the inlet tube near the bottom of one end. 
The outlet tube left the box near the top of the opposite end; 
from here the outgoing air entered a large glass bottle, which 
was introduced to protect the pump from excessive moisture, 
and then passed on to the suction pump, where it was ex- 
pelled. The cover of the ventilation box contained an obser- 
vation window and two openings cased with tubing, in which 
were fixed a dry-bulb and a wet-bulb thermometer. The 
bulbs of these thermometers projected well into the ventila- 
tion box, and the wet bulb with its wick dipping into a small 
reservoir of water was placed immediately in front of the 
outlet tube, so that the current of outgoing air swept con- 
stantly over the bulb. From the readings of the dry- and 
wet-bulb instruments the relative percentage of humidity was 
determined. 

By carefully controlling the temperature of the water in 
the water jacket and of that in the Williams bottle, by the 
use of Bunsen burners or ice as necessary, and by the addi- 
tions of sodium chloride to the water of the wash-boitle in 
extreme cases where the desired degree of dryness of the 
air was otherwise difficult to obtain, it was found compara- 
tively easy to control, within the limits desired, both tem- 
perature and humidity of the air that was supplied to the box. 

In each experiment a cat was confined within the box 
for a period of six hours and records were made every fifteen 
minutes of the temperature of the air within and of its rela- 
tive humidity. 

Procedure of Test and Observations. 

At the end of the period of confinement, which was 
passed usually without excitement and often in a state of 
repose, the animal was taken quickly from the chamber and 
killed by swift and painless decapitation. The muscles that 
were desired were excised, and tested for their working 
power. 

The effects of three atmospheric conditions were studied, 
namely: a comfortable condition, in which the temperature 
averaged 69 degrees Fahrenheit and the relative humidity 
52 percent; an uncomfortable condition with an average tem- 
perature of 91 degrees Fahrenheit and a relative humidity of 
90 percent; and an intermediate condition with an average 
temperature of 74.8 degrees Fahrenheit and a relative humid- 
ity of 70 percent. For convenience these three conditions 
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will be designated briefly as “low,” “high” and “intermediate” 
respectively. 

From each animal two of the muscles were carefully 
excised immediately after death, were placed in moist cham- 
bers, were attached to isotonic recording levers, were stimu- 
lated in series by the same induction shocks, and wrote their 
contractions as vertical lines, set close together, on the same 
slowly moving drum. The stimuli were break shocks delivered 
28 times per minute, the current of the primary coil being 
kept at 0.7 ampere. The records were continued until the 
muscles were practically exhausted. The total work done 
was computed in the usual manner after measuring the total 
area of the graphic record by a Coradi planimeter and cal- 
culating from this the total height to which the weight was 
lifted. 

Temperature and Humidity. 


Low. Intermediate. High. 
Dura- Dura- Dura- 
Muscle. tion Work. tion. Work. tion. Work 
Diaphragm 
Average ...148 147,957 39151 124995 142 117317 
Percentage .100 100 102 x4 96 79 
Sartorius— 
Average ...121] 76,599 97 54,861 RR 52,965 
Percentage .100 100 &0 72 73 69 
I’xtensor 
Average ... 72 30,224 &2 36,410 D4 23,624 
Percentage .100 100) 114 120 75 78 
Pe. ee 113 84,927 110 T1865 10] 64,035 
Percentage .....100 100 97 R5 RY 76 


Summary Table Showing the Action of Temperature and 
Humidity on Muscles. Duration of Working Period Is 
Expressed in Minutes; Total Work Performed in 
Gram- Miilimeters. 

The results of the experiments with comfortable atinos- 
pheric conditions show that the differences have no relation 
to body weight, sex or season. All the muscles are capable 
of continuing to work for a remarkably long time after the 
first stimulus is received, which is good evidence of their 
hardiness. It is a striking fact that the muscle that possesses 
the smallest cross section accomplishes nearly two to five 
times as much work as the others. The result in an atmos- 
phere which possesses a distinctly high temperature and high 
humidity being 22 degrees Fahrenheit above that of a com- 
fortable condition with a relative humidity of 38 points higher 
proves that it is a condition that would be debilitating to 
human beings, and not without danger of causing heat-stroke 
if one were exposed to it for hours and at the same time 
were obliged to perform physical work. Under this condition 
the three other muscles again show much variability, in both 
the duration of work and the total amount of work accom- 
plished; but a computation of the average deviations from 
the arithmetical average of the total amount of work per- 
formed under the “low” and the “high” conditions reveals a 
figure lower by about*20 percent in the latter case. Whether 
there is a physiological significance in this diminution of 
variability is not yet clear. It is obvious that the high heat 
and humidity have profoundly affected the muscular tissue 
so as materially to diminish its effectiveness as a machine. 
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UNIQUE METHOD OF ADVERTISING WARM 
AIR HEATERS USED BY MICHIGAN 
INSTALLER. 


If there is any one in the neighborhood of Royal 
Oak, Michigan, that doesn’t know that J. W. Scaife 




















J. W. Scaife, Royal Oak, Michigan, in Automobile Advertising 
Laurel Warm Air Heaters. 


sells and installs Laurel Warm Air Heaters it surely 
can't be blamed on “Joe, the Tinner,” as Mr. Scaife is 
known in that community, for he employs a unique 











method of advertising that fact, as will be seen from 
the accompanying illustration. 

The miniature warm air heater casing which is at- 
tached to the hood of his automobile bears the inscrip- 
tion “Laurel Furnaces, Joe the Tinner,”’ on each side, 
while on the front are given his address at Royal Oak, 
Michigan, and his telephone number. 





DOUBLE LAP JOINTS MAKE AIRTIGHT 
CONNECTIONS IN WARM AIR HEATER. 
The use of double lap joints in the radiator and 

dome of the Lexington All-Cast Warm Air Heater, 

shown in the accom- 
panving illustration, 
is claimed to make 
practically — perfect 
air tight connections 
that are great fac- 
tors in the efficiency 
of the warm. air 
heating system. Be- 
ing made of high- 
grade pig iron, the 
radiator and dome 
are said to expand 
and contract uni- 
formly so that the 
value of air tight 





connection is not di- 
Lexington All-Cast Warm Air Heater. minished. Another 
typical feature of the Lexington All-Cast Warm Air 
Heater is the firepot, whose construction with a top air 
belt connected with slotted corrugations is said to 
form air chambers through which air passes from the 
ashpit section to the various apertures in the top air 
belt and thus creates a highly-effective hot blast fea- 
ture. In other words, according to the manufactur- 
ers, the combination of the air belt and the slotted 
firepot produces a continuous circulation of air around 
the entire pot sufficient to ignite the coal gases and 
cause complete combustion, at the same time serving 
effectually to eliminate any congestion of ashes 
throughout the entire circumference of the firepot. 
Descriptive catalog giving further details of these 
and other features can be obtained from the Culter 
and Proctor Stove Company, Peoria, Illinois. 
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~ PARAGRAPHS. | 


The Walsner Manufacturing Company, Rockford, 
Illinois, has been incorporated with a capital stock of 
$5,000 to manufacture warm air heaters. The 1n- 
corporators are O. E. Swenson, H. W. Walsner and 
kK. C. Kraner. 

According to the Milwaukee, Wisconsin, Press, C. 
B. Kruse, 1133 Second Street, Milwaukee, a heating 
contractor, has filed a petition in bankruptcy. His 
liabilities are $11,130.58 and his assets are $250, which 
he claims are exempt. 





When a clerk gets to the point that he thinks he 
knows more about what customers want than they 
know themselves, he has reached a point where he 
should be corrected or spared. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR CORNICE SQUARE MITER. 


BY O. W. KOTHE. 
Mechanics often look at the small cornice planted 
near the top of a building and wonder how it is put up 


and laid out. All this is very simple: The way the 
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ing to scale to suit the lines in front elevation, in 
which case you will not have any trouble to make 
your detail look right. 

The next step is to divide all curved lines into equal 
In this case we have a right Ogee and a 
reverse Ogee. Number all points and bends, and with 


spaces. 
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Development of Patterns 


mouldings run is just simply the way the metal is bent 
and held in place by wood or iron lookouts planted in 
the brick wall. 

The drawings herewith show a front view, also side 
view and plan, of which a front view would be suf- 
ficient if you obtained all measurements and detail 
for getting out the work. 

The first thing is to draw a line, whether vertical 
or horizontal to represent the wall line of the building. 
Then, at some convenient place draw your detail of 
cornice similar as here shown. The lines between 
members in your detail can be proportioned accord- 

















Pattern 


for Cornice Square Miter. 


your dividers pick each distance between points sepa- 
rately and step it off on the wall line as shown from 
1 to 19. Then from these points square out stretch- 
out lines indefinitely to pass the outer edge of section, 
and drop a line from all points in section, thus cutting 
lines in stretchout having the same number, as shown 
in points 1’-2’-3’-4’, etc. 

When you have all these points established, connect 
them with lines and mark your bending points, and 
you have the pattern for the turn of the cornice fin- 
ished. The cornice covering is just simply a straight 
piece of the metal with edges formed to lock onto the 
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cornice. It does not matter what the detail or design 
of moulding of cornice may be—this same method of 
development holds good. 





PRATT INSTITUTE OFFERS COURSE IN 
PATTERN DRAFTING FOR SHEET 
METAL WORKERS. 





The Pratt Institute, School of Science and Tech- 
nology, Brooklyn, New York, will offer in addition to 
its classes in sheet metal shop practice an evening 
course in sheet metal pattern drafting. Both courses 
are under the supervision of Professor Arthur F. 
Payne, formerly of the Bradley Polytechnic Institute, 
Peoria, Illinois, who is well known to many sheet 
metal contractors from his excellent work at that 
place. He will be assisted in the shop classes by Wil- 
liam D. Weaver of the William Buchanan Sheet Metal 
Company, Brooklyn, who has taught these courses for 
several years in the Institute. 





DIRECTORS OF LAMB AND NASH COMPANY 
ADOPT RESOLUTIONS ON DEATH OF 
GEORGE M. NASH. 





At the first meeting of the Board of Directors of 
the Lamb and Nash Company, manufacturers of con- 
ductor pipe, etc., Boston, after the recent death of 
their late associate, George M. Nash, the following 
resolutions were adopted in his memory: 

“Resolved, That the Directors record their sorrow 
for the death of their dear friend and associate, 
George Miner Nash. They miss constantly his cheer- 
ful and delightful companionship. He was in every 
sense a good man, with the sterling virtues of integ- 
rity, industry and domestic affection and devotion; 
and to lose him, with his abilities, his keen and broad 
intellect, his playful humor, his large-hearted and 
ready sympathy that made and kept friends every- 
where, was to suffer an irreparable loss. 

That these expressions of -regret be 
spread upon the records and copies sent to Mr. Nash’s 
family and some of his friends.” 


~~ 
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PHILADELPHIA SHEET METALCONTRACTORS 
SUBSCRIBE FUND FOR LOCAL 
ADVERTISING OF WARM 
AIR HEATERS 


“Resolved, 








The first fall “Supper Meeting” of the Master Tin 
and Sheet Metal Workers’ Association of Philadel- 
phia was held recently at Hotel Bingham. Sixty 
members attended the meeting. 

The Philadelphia “Warm Air, Heating Advertising 
Campaign” was thoroughly discussed, as the amount 
required for this campaign, $1,250.00, is now avail- 
able and the committee has carefully planned a thor- 
sugh campaign. 

Finances were reported to be in good shape for the 
fall and winter. A banquet is being arranged for the 
nembers and ladies on the second Wednesday in De- 
:ember which is promised to be something unusual. 

After the business session and supper were finished, 
Harry J. Shoemaker, Secretary of the Pennsylvania 






Manufacturers’ Association, was introduced and 
spoke on the subject of the activities of that Associa- 
tion, whose membership now exceeds 3,000. 


+. 


WISCONSIN SHEET METAL CONTRACTORS 
ARRANGE SHEET METAL COURSES FOR 
JOURNEYMEN AND HELPERS. 








According to a letter received from Paul L. Bier- 
sach, Secretary of the Master Sheet Metal Contrac- 
tors of Wisconsin, the association has been instru- 
mental in getting the local school authorities of Mil- 
waukee to embody sheet metal classes in the curriculum 
of the Cass Street School. The announcement regard- 
ing the new classes states that on Monday and Tues- 
day evenings Mr. Ramage of the Bucyrus Drafting 
Department will instruct in mechanical drawing, and 
on Wednesday and Thursday evenings, Mr. William 
3ogenberger, superintendent of the Consolidated 
Sheet Metal Works, will give special training in “lay- 
ing out” sheet metal work. Sheet metal journeymen 
and helpers are urged to enroll for at least one night 
in each course. 
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OVAL STOVE PIPE REDUCERS MADE OF 
POLISHED STEEL. 





For reducing a seven-inch to a six-inch pipe, up- 
to-date stove dealers are said to prefer an oval stove 
it pipe reducer rather than a length 
of pipe tapering between these two 
diameters. Such a _ reducer is 
manufactured by the Sullivan- 
Geiger Company, Indianapolis, In- 
diana, and is shown in the illustra- 
tion herewith. According to the 
Company, this article is made with 
a seven-inch oval bottom that fits perfectly over the 
oval collar of the stove or range, and tapers in the 
space of a few inches to the required diameter of six 
inches. It is made of a uniform color, polished steel 
and is said to have a strong, durable construction. 
Further particulars and price list can -be obtained 
from the Sullivan-Geiger Company, 501-509 Madison 
Avenue, Indianapolis, Indiana. 





Oval Stove Pipe 
Reducer. 








FIRE DOORS AND SHUTTERS HAVING 
STRONG WELDED CONSTRUCTION. 


A circular recently issued by the manufacturers of 
the Evans Almetl Fire Doors and Shutters points out, 
among other features, the exceptionally sturdy con- 
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Cross-Sectional View of Evans Almetl Fire Door Construction- 


struction of these appliances. It pictures a cross sé 
tion of the door, as illustrated herewith, showing 4 
panel of transversely-laid, standard 2%4-inch, corru- 
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exted, galvanized 22-gauge steel, with interlining of 
asbestos roll board—all securely held in a continuous 
frame of 18 gauge bar steel. All the joints, it is 
stated, are welded—not riveted or bolted. The frame 
and ends of panel sheets are protected by a cover 
binder of heavy galvanized sheet steel, securely riv- 
eted to the frame, thus forming an armor to protect 
the edges of the door from abuse. Due provision for ex- 
pansion and contraction, without excessive distortion, 
is said to be made in riveting the panel sheets to the 
frame, and according to the manufacturers, the large 
air passages between the corrugations of the panel 
sheets and the asbestos roll board lining provide the 
greatest possible resistance to the radiation and con- 
duction of heat. Copies of this circular containing 
further particulars, can be obtained from the Mer- 
chant and Evans Company, Philadelphia. 





a 
o> 


ORGANIZATION AS NECESSARY IN SHEET 
METAL BUSINESS AS IN OTHERS. 


That the organization of men engaged in the same 
line of business redounds materially to the.advantage 
of everyone concerned, is so obvious that the state- 
ment needs no further iteration. Yet there are, and 
there always have been, men who fail to see the ad- 
vantages of unified action and pride themselves on 
being able to “get along with help.” These men either 
cannot or will not realize the benefits that will accrue 
to them as members of an active trade organization, 
but it is gratifying to note that their number is stead- 
ily decreasing each year, because the advantages of 
organization work are presented to them in a clear, 
unmistakable manner. In a current issue of Monthly 
Bulletin of the Master Tin and Sheet Metal Workers’ 
Association of Philadelphia, such forcible arguments 
for the complete organization of the sheet metal men 
in the city are given by B. F. John, Secretary of the 
Master Tin and Sheet Metal Workers’ Association. 
His article follows herewith: 

Why an Organization is as Necessary in Our Business as in 


Others. : 

What is the most successful business? The selling of 
labor! Can you conceive a more flourishing business than 
one that paid 100 percent in five years to its members? 

Can you conceive of any business that has more impedi- 
ments to success from within and without its ranks than the 
labor union? 

Whether its course be right or wrong from your stand- 
point does not matter; yet if you examine the facts you 
will find this is true. 

Is it surprising then that the business men of the coun- 
try, who buy the labor, after being confronted with its as- 
tounding success, with but little effort, should copy the busi- 
ness methods of the labor union, and form organizations of 
like character. 

Throughout our country, in every walk of life, in every 
business, in every town as well as isolated boroughs, you are 
able to find organizations of lawyers, bankers, physicians, 
stores, manufacturing plants, shoemakers, advertising men; 
in fact, every business worth while. Formed because of 
needed reforms, some with high aims to advance the quality 
and service and to obtain a decent price for their product, 
in order to make a fair profit for themselves, as well as to 
meet the sting of the ever-ready “spur” of the organization 
that sells labor. Some with purposes not so laudable. 


Yet you find them, and those with aims honorable, you also 


‘find a gradual increase in their prosperity, due to friendly 


conferences and careful planning; teaching one another to 
become better business men, and to turn out better work; 
using these organizations as a clearing house of knowledge, 
and the highest type of men bringing up the standards of 


their business by imparting their experience, their methods, 


to the balance of those not so fortunate. Truly, “in union 
there is strength.” 
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Examples of this kind stand out prominently in our city 
today, if you care to look for them; and throughout our city 
are business men which, without their business organization, 
would have become dismal failures, or eke out only a bare 
living, as, from their own lips they will tell you that their 
success is due to their organization entirely. Yet these men 
know that just by being members of an organization will not 
make them successful, but only by adhering to the principles 
and putting in practice the things they learn. 


But to consider our own trade; no one knows its failings 
better than you do, yet you, who have complained with the 
most bitterness against its conditions, and never or rarely 
attend your own organization’s meetings, and rarely put into 
practice the things which you could learn from its meetings; 
and you, who never were a member, and if so, just a dormant 
one and then perhaps dropped out, you are the cause of the 
conditions that you complain about. 


You may feel secure in the fact that you are making 
money by “going it alone,” but you may see the day when 
your single keenness, your single prosperity, mdy leave you, 
and then what? The “dry rot” may have set in, due to your 
pride in “not needing help,” and it may then be too late. We 
know of such cases. 

Our organization is open to you. We teach each other 
the fundamentals of a business man, and our discussions are 
full of sound business sense. We are Philadelphians, and 
we are working for Philadelphia alone. 

Just as an illustration: Let us tell you of some of the 
things we are doing: 


First: Through friendly co-operation with the Jobber 
and Manufacturer, the vast majority of the metal we use is 
sold through the Trade, and through the desire of the Jobber 
and our Association, “quality and service,’ as one jobber 
tells you in his advertisement, is the watchword. 

Second: Our Collection Bureau has collected many mem- 
bars’ bills, that were thought to be lost, and is doing better 
every day. 

Third: Our system of reporting “dead beats’ and our 
office advice is well worth many times the annual dues, as it 
has proven to numbers of our members. 

Fourth: Our teaching of price, costs, and overhead 
as, has made many of our members careful and success- 
ful. 

Fifth: We teach “salesmanship.” 

Sixth: Our Day School is turning out good mechanics, 
and educated mechanics. 

Seventh: We are raising the standard of your trade and 
your business. 

Can you ask more? 


TIME BRINGS OUT PAINT BEST ADAPTED 
FOR METAL ROOFING AND GALVANIZED 
IRON WORK. 





For metal roofing and galvanized iron work, a pro- 
tective paint is required that will shield the metal 
from atmospheric influences and enable it to retain 
its original qualities after years of service. An in- 
stance of the adaptability of Dixon’s Silica-Graphite 
Paint for this purpose is shown in a letter recently 
received by the manufacturers from the owner of 
several houses in Philadelphia. In the letter he states 
that in the spring of 1914 his residence and that of 
his neighbor were repainted. The question had arisen 
as to what paint should be used as the priming coat 
for the galvanized iron over the front bay windows. 
The painter suggested a special preparation, which 
was used on the neighboring house, while the writer 
insisted on Silica-Graphite Paint, Dark Red, for the 
first coat on his house. Now, he. continues, large 
portions of the galvanized iron on the neighbor’s house 
are absolutely bare because the paint has peeled off, 
whereas the paint on his bay windows is in perfect 
condition. Incidentally he mentions that this same 
brand of paint has. given five years’ service on the 
tin roof of another house of his without the necessity 
of repainting. Further details regarding the merits 
of Silica-Graphite Paint for this and other uses can 
be obtained from the Dixon Crucible Company, Jer- 
sey City, New Jersey. 
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WINDOW CONSTRUCTION PATENTED. 


Markum J. E. Magnussen, Boise, Idaho, has pro- 
cured United States patent rights, under number 
1,198,249, for a window 
construction described in 
the following: The com- 
bination with the sashes 
and the window case- 
ment having grooves for 
the sashes and a frame 
for each sash in the up- 
per end of the casement, 






| { [7 
1,198,249 | | 
| 








e| ¥ | | ? : 
ie ¥ said casement being re- 
| | | cessed to receive the 
ee 
| po — ~frames, each frame hav- 


ing a rabbet at its inner 
side to receive the sash, the outer frame being hinged 
to the casement to swing outwardly at its upper end, 
and the inner frame being hinged at its lower end to 
the outer frame. 
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SUBSCRIBER ENTIRELY SATISFIED WITH 
AMERICAN ARTISAN. 





To AMERICAN ARTISAN: 

[ must say that I was entirely satisfied with 
AMERICAN ARTISAN and hope that it will help me 
again this year. 

Yours truly, 
FRANK RIMNAC. 

Lonsdale, Minnesota, September 22, 1916. 
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NOTES AND QUERIES. 








iceless Refrigerators. 
‘rom Tyler and Hallas, Salem, South Dakota. 

Can you advise who manufactures iceless refrigera- 
tors? 

Ans.—Galesburg Cornice Works, Galesburg, IlIli- 
nois; and Iceless Refrigerator Company, Cleveland, 
Ohio. 

Malleable Castings. 
From Barrett Sales Company, 568 West Washington Street, 
Chicago. 

Kindly advise us as to any malleable casting houses 
that are able to make four week deliveries. 

Ans.—Crane Company, 836 South. Michigan Ave- 
nue, Chicago. 

Z-Ro King Warm Air Heater. 
From Barnett’s Tin Shop, Dodge City, Kansas. 

Please tell us who makes the “Z-Ro King” warm air 
heater. 

Ans.—Oakland Foundry Company, Belleville, Illi- 
nois. 

Solder for Aluminum. 


From Frank Rimnac, Lonsdale, Minnesota. 
Will you please give me a solder for aluminum. 


Ans.—(1) For sheet aluminum an iron tin solder 
may be used with a flux composed of resin, 
neutral chloride of zinc, and grease. The metal 
should not be cleaned or scraped unless it is abso- 
lutely necessary to do so, in which case alcohol or 
essence of turpentine should be used for the purpose. 
For 5 percent aluminum bronze, tin solder may be em- 
ployed, but this is not possible with the 10 percent 
alloy, in which case the company recommends a pre- 
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liminary copper plating. If it is difficult to dip the 
ends to be plated directly in the solution pieces of 
blotting paper soaked in a solution of CuSO, may be 
laid on them and a current passed. The flux men- 
tioned above may be used. 

(2) A good aluminum solder is made of zinc, 
aluminum and copper, in the proportion of go, 6 and 4, 

(3) The composition of solders for aluminum 
that are generally used is as follows: 1—8o parts 
zinc, 12 parts aluminum, 8 parts copper. 2—88 
parts zinc, 7 parts aluminum, 5 parts copper. 
3—94 parts zinc, 4 parts aluminum, 2 parts copper. 
4—9go parts zinc, 6 parts aluminum, 4 parts copper. 
5—85 parts zinc, 9 parts aluminum, 6 parts copper. 
First prepare an aluminum copper alloy which is to be 
mixed with the requisite amount of zinc. Melt the 
copper and then gradually introduce into same the 
aluminum, divided into 3 or 4 portions; make a per- 
fect mixture by stirring. After the last of the 
aluminum has been put in, throw in the zinc and with 
it some fat or resin, then stir the mass rapidly and 
directly remove the crucible from the fire and pour 
the alloy- into iron molds, which have been rubbed 


with benzine or coal tar oil. 
Harness Rings. 
From Auto Tire Boot Company, 1210 Webster Avenue, 
Chicago. 
Kindly let us know who makes harness rings. 
Ans.—Columbus Chain Company, Columbus, Ohio; 
Covert Saddlery Works, Interlaken, New York; L. 
F. Grammes and Sons, Allentown, Pennsylvania; 
North and Judd Manufacturing Company, New DPrit- 
ain, Connecticut ; and Piqua Handle and Manufactur- 
ing Company, Piqua, Ohio. 
Address of J. H. McLain Company. 
From U. S. Stove Repair Company, 13 South 3rd Street, 
Minneapolis, Minnesota. 
Will you kindly give us the address of the J. H. 
McLain Company ? 
Ans.—Canton, Ohio. 
Gem Fibre Butter Packages. 
From Biddle Purchasing Company, 208 South La Salle 
Street, Chicago, Illinois. 
Please advise us the name of the manufacturer of 
Gem Fibre Butter Packages. 
Ans.—American Can Company, Joliet, Illinois. 
Seamless Steel Tubing. 
From The W. E. Lamneck Company, 162 West Naghten 
Street, Columbus, Ohio. 
Kindly give us the addresses of any firms that 


manufacture seamless steel tubing. 

Ans.—American Steel and Tube Company, Lorain, 
Ohio; American Tube and Stamping Company, 
Bridgeport, Connecticut; American Tube Company, 
37th and Rockwell, Chicago, Illinois; Becker Steel 
Company, 90 West, New York, New York; Calumet 
Steel Company, 208 South La Salle Street, Chicago, 
Illinois; Detroit Seamless Steel Tubes Company, De- 
troit, Michigan; Elyria Iron and Steel Company, Mus- 
sey Road, Elyria, Ohio; Globe Seamless Steel Tube 
Company, Milwaukee, Wisconsin; National Tube 
Company, Frick Building, Pittsburgh, Pennsylvania; 
Williams and Company, 221 Penn Avenue, Pitts- 
burgh, Pennsylvania. 





The Schreiber Roofing Company, Detroit, Michi- 
gan, has been incorporated with a capital stock of 
$2,000. 
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NEW PATENTS. 
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1,198,400. Ventilator. Axel Anderson, Minneapolis, Minn. 
Filed Apr. 17, 1915. 

1,198,411. Saw-Filing Device. Thure N. Blade, Roches- 
ter, N. Y. Filed Oct. 31, 1914. 

1,198,413. Sharpening Device. Charles H. Brenner, Port 
Huron, Mich. Filed Feb. 7, 1916. 

1,198,422. Clothes-Drier. Martin Dawley, Bay City, Mich. 
Filed Apr. 19, 1916. 

1,198,484. Scissors. William F. Sechrist, Lancaster, Pa. 
Filed July 9, 1915. 

1,198,504. Window Bumper and Latch. Adolph Abra- 
ham, Rockford, Ill. Original application filed Jan. 22, 1914. 
Serial No. 813,755. 

1,198,532. Wrench.. Charles E. Garretson, Cascade, Mont. 
Filed May 1, 1916. 

1,198,562. Clothes-Pin. Carey S. McClure, Cody, Wyo. 
Filed Oct. 10, 1913. 

* 1,198,587. Permutation-Lock. George W. Schlecht, Elk- 
hart, Ind. Filed Jan. 21, 1916. 


1,198,601. Stove-Lid. Cornelius R. Sullivan, Eureka, Cal. 
Filed Dec. 7, 1915. 

1,198,609. Process of Making Tool Shanks and Handles. 
George A. Wood, Southington, Conn. Filed Aug. 11, 1915. 

1,198,666. Squeezing Device. James F. Ryan, Chicago, 
Ill. Filed Dec. 7, 1915. 

1,198,678. Valve-Tool. William G. Stroud, St. Paul, Minn., 
assignor of one-half to Jay N. Pike, St. Paul, Minn. Filed 
June 6, 1916. 

1,198,693. Foldable Camp-Stove. Clark W. Bond, Den- 
ver, Colo. Filed Sept. 22, 1915. 

1,198,694. Christmas-Tree Holder. Louis Bargmann, 
Brooklyn, N. Y. Filed Apr. 5, 1916. 

1,198,702. Micrometer Attachment for Calipers and Like 


- Tools.. Thomas. Ainsworth.Cooper, Youngstown, Ohio. Filed 


Feb. 24, 1916. 
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1,198,717. 3all-Bearing Caster. Thomas LL. Gardner, 
Akron, Ohio. Filed Oct. 28, 1915. 

1,198,721. Level. William Roy Green, Trinidad, Colo. 
Filed Aug. 19, 1915. 

1,198,764. Metal Building Construction. Allan K. Pruden, 
St. Paul, Minn., assignor to Metal Shelter Company, St. 
Paul, Minn. Filed Apr. 19, 1915. 

1,198,767. Garden-Tool or the Like. Fred Reese, Eutaw, 
Ala. Filed May 18, 1916. 

1,198,807. Wire-Fence-Stretching Clamp. Anderson 
Woodward and Jesse E. Cole, Leeper, Mo. Filed Dec. 4, 
1915. 

1,198,814. Hose Connection. William H. Banfil, Boston, 
Mass. Filed Jan. 14, 1916. 

1,198,823. Razor-Stropper. Charles E. Carpenter, Chi- 
cago, Ill, assignor of one-half to Vincent D. Wyman, Chi- 
cago, Ill, Filed Aug. 5, 1915. 

1,198,830. Level. Joseph A. Ewing, Los Angeles, Cal. 
Filed Aug. 22, 1914. 

1,198,839. Combination Duster and Scrubber. George 
W. Hahn, Indianapolis, Ind. Filed Jan. 24, 1916. 

1,198,852. Washing-Machine. William M. King, Peoria, 
Ill. Filed Jan. 19, 1912. 

1,198,862. Window-Latch. John J. McCormack, New 
York, N. Y. Filed June 10, 1916. 

1,198,888. Sight for Firearms. Brian C. Bullen, Pater- 
son, N. J. Filed Jan. 10, 1916. 

1,198,937. Friction-Hinge Construction. Valentine .. 
Luppert, Williamsport, Pa. Filed Mar. 10, 1916. 

1,198,978. Culinary Tongs. Arthur B. Vredenburg, Me- 
chanicsville, N. Y. Filed Aug. 31, 1915. 

1,198,998. Gate-Operating Means. Frank Derosier, Long 
Beach, Cal. Filed Nov. 3, 1913. 

1,199,024. Safety Hose-Coupling. Oliver P. Wilhelm, 
Michigan City, Ind. Filed Mar. 9, 1914. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








EXPECTANCY OF HIGHER PRICES KEEPS 
METAL MARKET ACTIVE. 





There is practically not a single person who is 
posted on the developments in the metal market who 
is not also firmly convinced that the present prices— 
extremely high as they are—are not only likely to 
advance before the end of the year but are practically 
certain to do so. 

This applies not only to finished and semifinished 
steel products but also to pig iron of the various 
grades and to most of the non-ferrous metals. 

The only disturbing feature of any importance is 
the increasing shortage of railroad cars which inter- 
feres materially with deliveries from the mills of or- 
ders ready to ship and there is little likelihood that 
the car shortage will be improved to any great extent 
within the near future. 

A notable transaction of more than ordinary impor- 
tance is the completion of a contract for 200,000 long 
tons of copper at a price slightly below 27 cents a 
pound, thus involving a total of nearly $131,000,000. 
The price paid was not much below the highest figure 
which has ever been recorded for this metal. The or- 
der calls for export to the Allied Governments in 
Europe and amounts to twice as much copper as has 
been consumed by these nations during the first half 
of this year. Delivery is to be in equal amounts over 
the first six months of 1917. 

Bradstreet’s Review of the Trade says: “Propelled 
by extraordinary expansion in buying power and un- 
dismayed by high prices, trade, in a collective sense, 
has risen to very high levels, a veritable ground-swell 
of new buying having been experienced at leading 
centers this week. Interior merchants, even in zones 
where the wheat and cotton crops are short, are buying 
freely, lest there be not enough goods to go around 
later on. 

“Manufacturers in leading industries are handi- 
capped by lack of efficient labor, and though shipments 
are heavy, order books remain clogged, with slight 
prospects for noteworthy gains in deliveries being 
made. Labor is in very scant supply, and if more 
workers were available, machinery now idle could be 
put in operation to work up orders that must other- 
wise be held. In that excellent barometer of condi- 
tions, the steel trade, higher prices rule, deliveries are 
falling farther behind; domestic consumers fully 
recognize the futility of waiting for lower quotations, 
and the situation seems to have arrived at the point 
where Europe stands ready to step in with well-nigh 
unlimited orders if assurances can be made that the 
steel will be forthcoming as needed. 

“Collections are good, money is easy—extraordi- 
narily so when crop movements are under way—bank 





deposits show heavy increases, and wages keep on 
rising.” 
STEEL. 

The demand for structural steel is increasing al- 
though the individual contracts are still rather small, 
mainly calling for additions to existing plants which 
would naturally indicate a belief of the manufacturers 
that the prosperity in their lines is not only not tempo- 
rary but sufficient to justify permanent additions to 
the productive capacity of their factories. It is inter- 
esting to note that the City of New York is now clos- 
ing contracts for structural shapes at an advance of 
$10.00 per ton above the price quoted in bids which 
were rejected in May. Soft steel bars are quoted in 
the Chicago market from 2.79 to 3.19 cents: steel 
plates from 3.44 to 3.69 cents and structural shapes 
from 2.79 to 3.19 cents, all Chicago mill. 

COPPER. 

Following the tremendous sale of copper for ex- 
port mentioned in the foregoing, a firmer tone has pre- 
vailed in the copper market as the foreign purchase 
has prompted domestic consumers to hasten the 
placing of their contracts for supplies, and if the buy- 
ing continues at the same rate for another few days 
it is estimated that approximately 100,000 tons will 
havé been taken during one week by domestic con- 
sumers. There is little copper available for Novem- 
ber delivery and small quantities of Electrolytic are 
held from 29% to 29% cents with December at 28% 
to 28% cents. Exports of copper as reported by the 
New York Custom House up to and including Septem- 
ber 25th amount to 21,851 tons for the month, with 
249,685 tons since January 1, 1916. No changes have 
been announced on copper sheets, which remain at 
37'%% cents base. 


TIN. 

The tin market has been rather quiet during the 
week, but owing to the difficulty in obtaining export 
permits from England, prices have remained steady 
and are about half a cent higher than those ruling dur- 
ing the week previous, spot tin being quoted at 3856 
cents per pound. The Chicago warehouses maintain 
their prices at 43 cents for pig tin and 44 cents for bar 
tin. 2,750 tons have arrived so far during the month 
with 2,960 tons afloat and to arrive within the next 
week. 


LEAD. 

It is stated that the largest independent producer of 
lead is sold up for October and that the same condi 
tion obtains with most of the smaller companies. This 
has naturally tended to strengthen the marke‘ and one 















































of 
fi- 


ne 





of the independent producers has advanced his price 
for October lead to 7% cents delivered New York. 
The leading interest, however, maintains 7 cents as its 
figure. Prices for lead ore are considerably firmer and 
stocks of the 80 percent grade are being depleted at a 
good rate with the ruling quotation at about $70.00 per 
ton. The Chicago warehouses continue their quota- 
tions on American pig lead at $7.65 and bar lead at 
$8.15 per hundred pounds, but have advanced their 
prices on sheet lead 25 cents, the new quotations being 
$9.00 per hundred pounds in full coils and $9.25 in 
cut coils. 


SOLDER. 

No change has been announced by the Chicago ware- 
houses in their prices on solder, which are as follows: 
XXX Guaranteed, % & %, 2534 cents; Commercial, 
Y% & Ya, 2334 cents; Number 1 Plumbers’, 2134 cents. 


BRIGHT STEEL AND BRASS WIRE GOODS 
ADVANCE TEN PERCENT. 

Prices on bright wire goods made of steel and brass 
wire have been advanced about ten percent according 
to announcement by one of the largest manufacturers. 
No change has as yet been made in the prices on brass 
cup and screw hooks. 


SHEETS. _ 

The demand for steel sheets in the Chicago district 
has improved considerably and large inquiries for ex- 
port purchases are in the market both for black and 
galvanized products. There appears to have been a 
general advance in the price of light black sheets by 
the makers, although there is a considerable difference 
in their quotations. Some mills are quoting 28-gauge 
black sheets.at 3.19 cents for nearby delivery while 
one prominent mill is holding its product at a mini- 
mum of 3.25 cents. 10-gauge blue annealed sheets re- 
main at 3.09 to 3.19 cents and 28-gauge galvanized 
sheets at 4.39 to 4.44 cents, all prices Chicago mill. 


TIN PLATE. 

In spite of the insistence of consumers who are 
anxious to cover their requirements for the first six 
months of 1917, the tin plate mills continue to refuse 
to name prices or book business for 1917. They are, 
however, willing to reserve tonnages but will not 
specify prices at which these will be delivered. There 
is little reason to doubt that the minimum figure will 
be at least $5.50 per base -box. It is reported that 
October 15th will be the official opening date for 1917 
tin plate business and that prices will be announced at 
that time. 


OLD METALS. 

The market on scrap iron and steel and other old 
metals has been rather quiet this week but is ex- 
pected to show greater activity after the first of Octo- 
ber. Wholesale dealers report quotations as follows: 
Old steel axles, $26.50 to $27.00; old iron axles, 
$24.50 to $25.50; steel springs, $14.50 to $15.00; 
Number 1 wrought iron, $15.75 to $16.00; Number I 
cast iron, $11.75 to $12.00 for net tons. Prices for 
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non-ferrous metals are as follows per pound: Light 
copper, 20 cents; light brass, 11 cents; lead, 534 cents; 
zinc scrap, 6% cents; aluminum, 32% cents. 





SPELTER. 

Although the spelter market has not been very active 
the undertone is considerably improved and prices are 
higher than a week ago, 9.421%4 cents New York and 
9% cents East St. Louis being the official figures. It 
looks as if the market is working upward, although it 
must still be classified as in favor of the buyer. The 
Chicago spelter market has also showed more firmness 
with spot being held at 9.32%: cents. No changes 
have been announced by the warehouses, the quota- 
tions remaining at 1014 cents per pound for spelter 
in slabs and $18.00 for sheet zinc in cask lots with 
$18.50 to $19.00 in less than cask lots. 


PIG IRON. 

The Chicago pig iron market is very strong although 
no exceptionally large inquiries or sales have been 
reported. A large number of one and two thousand 
ton contracts have been closed and the total presents 
a rather impressive figure. Many of the melters who 
had neglected to cover requirements for the last 
quarter of 1916 are coming into the market and clos- 
ing for fairly large tonnages and there are also many 
contracts made for 1917 delivery. Northern Number 
2 Foundry is quoted at $19.00 to $19.50 Chicago fur- 
nace, with Malleable and Bessemer grades at $19.50 
to $20.00. In the Pittsburgh district, Bessemer pig 
iron is very difficult to obtain and quotations of $22.00 
Valley must be considered very largely as nominal. 
The demand for steel making iron appears to be 
growing and as it is well known that supplies are low, 
it is easy to understand that prices are mounting. 
From the Birmingham district it is reported that one 
large interest has been trying to book the output of 
two furnaces for a period of twelve months on Basic 
iron for delivery abroad. Completion of the negotia- 
tions would mean a reduction of foundry iron to the 
extent of about 17,000 tons per month. Southern 
Number 2 Foundry is quoted at $14.50 to $15.00, Bir- 
mingham. 


Rogers, Brown and Company’s Market Report, Cin- 
cinnati, Ohio, September 29, 1916: 


While September has been throughout a strong month 
in the pig iron market, it closses stronger than it opened. 
Export business was prominent, but was not without com- 
petitors for the center of attraction. Demands for all classes 
of iron have been so insistent that prices have again started 
upward and some furnaces have found it necessary to with- 
draw from the market. Another Southern Ohio producer 
has advanced prices to $19. 00 furnz ace on No. 2, which now 
establishes that as the minimum price for the district, with 
the general feeling that a further advance niay be made 
shortly. The unsold tonnages of Jackson County silveries 
for delivery during the balance of this year and the first 
half of 1917 are diminishing so rapidly that an advance of 
$1.00 per ton on all grades has been made by at least one 
of the producers. In the Cleveland district this same con- 
dition prevails. One of the principal producers in that dis- 
trict has found it necessary to practically withdraw from the 
market. 

Activity exists throughout the country, inquiries and 
sales are coming in at a lively rate and the Pennsylvania 
blast furnacemen are advancing prices. 

Prices of coke are advancing and those who endeavor 
to secure fuel are finding it increasingly difficult to do so. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal | corrected weekly. 
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